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ALUMINUM CLIP BOARD 

B with ADVANCO Safety Clip for Binding Non- 
3 Punched Papers. Eliminates the bulk and Weight of 
: ordinary clip boards. Fits any brief case. 9” x 12%”: 
' % binding capacity. A handsome item, attractively 





E-X-P-A-N-S-1-0-N 
‘SUSPENDO’ HUSKY 
PRESSBOARD FOLDERS, 
Hold Loads of Papers! 


CUSTOME RS 
HUSkKy ‘HANGING? 
FOLDERS FOR BULK 
PAPER FILING — and 
Advanco’s got ’em! Tough 25 
Pt. pressboard with Strong cloth exp 
bend or buckle under the y eight of heavy file of Papers. 2 capacity-sizes: 
For 1” and 2” of file contents. Even when filled to capacity, contents will 
not rise up in the folder to hide the index tab! These are the folders that 
modernize hanging-folder capacity and adaptability! Will last indefinitely, 
Write now for Popular list-prices and excellent discounts on these 
volume-selling Advanco multi-use products, 
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The 124 (left) and 322 (right) uncovered so you can see their identical and simple construction 








The fabulous Remington 124 tops off the exclusive 


322 Cash Register! 


Unique rotary-printing design makes the 
124 Hand Adder More Efficient . . . More 
Profitable... Cuts Servicing Almost to Zero! 


The adding machine built into the Remington 322 
cash register and the top-quality 124 hand adding 
machine are identical. 

What’s more — the 124 has the same basic mech- 
anism as the FK-711 which caused a sensation at 
the recent NSOEA Convention by printing over 
a mile of tape without a sputter or jump! 

Want to widen your sales appeal? Stock up on 
these outstanding Remington Rand profit-twins! 

For information call your nearest Remington 
Rand office or write Room 120-MS, 315 Park Ave. 
South, New York 10, N.Y. 
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The top hand adding ma- 
chine has a feather-light 
pull...fewer parts for 
greater efficiency . .. practi- 
cally no servicing problem! 


The only self-balancing 
cash register with all ten 
best-selling cash register 
features . . . plus an adding 
unit that stands on its own! 


Remington. Ftarnd 
DIVISION OF SPERRY RAND CORPORATION 


--- for more details circle 141 on last page 
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DEAR 
READER 


Ilowever you write it, Christmas 
or Xmas, it seems to be good for 
business, especially the greeting 
ecard and gift business. 

The 86-year-old commercial 
Christmas card business in the 
United States is so good, in fact, 
that everyone from house-to-house 
salesmen to Tiffany’s is getting 
into the act. A prominent con- 
sumer magazine this fall devoted 
three pages to a discussion and 
listing of 26 non-commercial, non- 
profit sources of cards, such as 
museums, art galleries and charit- 
able organizations. Fortunately, 
there still are 300 or so profit-mak- 
ing, tax-paying publishers of greet- 
ing cards. 

In the business gift field, one 
company estimates that 60 percent 
of all such gifts are for the home, 
somewhat under 25 percent are 
personal gifts and the remainder 
are for the office. We don’t know 
how pen and pencil sets were clas- 
sified, but another report says 46 
percent of all such sets are given 
as gifts. 

Other surveys show that recent 
payola publicity has resulted in 
no trend to abandon business gift 
giving. Rather, a small increase 
in the practice is expected this 
year and the average price of such 
gifts this year is set at $5.79. Such 
a price tag keeps an item well out 
of the mink and Vicuna category. 

Incidentally, if you write it 
“Xmas” instead of “Christmas,” 
you have the sympathy of this 
former newspaper headline writer 
and you may also have some justi- 
fication. Despite many well-mean- 
ing objections to the abbreviated 
form, the Greek letter “X” (chi) 
has served as a symbol for Christ 
since the start of Christianity. 

Happy holidays! 


Bricker 


MODERN STATIONER, DECEMBER, 1960 










MODERN fuliener 





DECEMBER, 1960 VOL. 40, NO. 12 


14 


16 
18 
20 
20 
22 


23 


13 
25 
26 
46 
48 
48 
a4 


Publisher 

Managing Editor 
Associate Editor 
Circulation Manager 


Production Manager 


GOC 


A Dealer’s First Catalog 

A New Store for New Lines 

Sell the Benefit: Faster, Cheaper Letters 

Can You Trust Your Measures?, by Gordon B. Cross, Ph.D. 


Teens and Typewriters 


ae 


“Like a Fisherman With a New Lure... 


Future Office Workers, by Candace Ely 


A Letter From Washington 

New Products 

In My Opinion, By Harold O. Shively 
Views of the News 

News, People and Events 

Yours for the Asking 

The Stationers Calendar 

Classified Advertisements 


Readers Service 


HAROLD O. SHIVELY 
DON FISCHER 
JOSEPH W. FELL, HAROLD SCALES 





HERB HOENE 
EARL HINTZ 


DAVIDSON PUBLISHING COMPANY 
1 East First Street, Duluth 2, Minnesota 
New York 1: Robert Shearman, 250 Fifth Ave., MUrray Hill 3-4723 
Chicago 1: 221 North LaSalle St., CEntral 6-1600 
Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 
San Francisco 5: J. A. Converse, 274 Monadnock Bidg., 

YUkon 2-3029 


MODERN STATIONER is published monthly by Davidson Publishing Company, Publication 
office, Duluth, Minnesota; Editorial and Executive offices, 1 East First Street, Duluth 2, Min- 
nesota; Business offices 250 Fifth Avenue, New York 1, New York; Marshall Reinig, president; 
Robert Edgell, executive vice president; Harold O. Shively, vice president; Anita Reinig, 
secretary, Gene Kuefner, treasurer. Single copies 30c. Subscription rates, $3.00 per year; 


Canada and foreign, $5.00 per year. 





The he St) th: Dealer Vews 





Record dealer support 
sparks Smith-Corona 


portable promotion 


The first reports are in — and Smith-Corona’s Electric 
Portable trade-in promotion has scored a smashing 
success with dealers and consumers alike! 

Backed by full-page national magazine and Sunday 
supplement advertising—plus the NBC-TV “Today” show 
—this promotion has helped move Electric Portables in 
record numbers. Instant dealer support and acceptance 
made this drive a success from the start. In fact, hun- 
dreds of dealers tied in locally with the “Today” tele- 
vision announcements, adding greater impact to the 
promotion. 

Powerful promotions like this are typical of Smith- 
Corona’s consistent dealer support. Dealers like work- 
ing with a company that backs them up all down the 
line. That’s why they find it more profitable to display, 
promote and sell Smith-Corona—largest-selling portable 
line in America! 


New opportunities for dealers—!f you would like to learn 
more about the opportunities a Smith-Corona dealer 
enjoys, simply write or call the nearest Smith-Corona 
branch office. Or write Mr. George F. Burns, Vice 
President-Sales, Smith-Corona, 701 E. Washington St., 
Syracuse 1, N. Y. 

Christmas advertising — Smith-Corona portables will be 
advertised this Christmas — full pages, full-color — in 
LIFE, LOOK and THE SATURDAY EVENING POST. Student 
portable ads will appear in SEVENTEEN, SCHOLASTIC, 
BOYS’ LIFE and AMERICAN GIRL. It’s a holiday ad sched- 
ule full of sales opportunities for all Smith-Corona 
dealers. 


EF 


EXTRA TRADE-IN $ FOR 
YOUR OLD TYPEWRITER 


IN THE SMITH-CORONA 
ELECTRIC PORTABLE! 


Mow switch to Power Typing! Your Typewriter Deuter 
6 oMering specs! trade-ins on the «tok Sn 
Glectric Portable pew wuts Saat 









fs /c/na] SMITH -CORQNA 


Full-page Electric Portable 
promotion advertisement as seen 
in LIFE, PARADE and THIS WEEK. 





Dave Garroway demonstrating 
Electric Portable on NBC-TV. 


SMITH -COROGNA 


DIVISION OF SMITH-CORONA MARCHANT INC. 
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A new paper cutter with a 


completely enclosed cutting edge 
that cannot come in contact with 
fingers or hands, eliminating the 
possibility of injury to its opera 
tor, has been developed by the 
Safety Cutter Co. of Menlo 
Park, Calif. Automatic clamp 
locks the material to 
be cut in place so it will not slip 
or fan out. The 


pressure 


housing which 
encloses the wedge-ground cul- 


ting blade rides on a_ tubular 
guide that insures precision cuts 
\ built-in 
screened along with horizontal 
and vertical rule markings on the Masonile hardboard base, per 
mits angle cutting. The cutter is made in four sizes with cutting 
capacities ranging from 12” to 30” 
carrying or storage. 


protractor, silk- 


Cut-out handles facilitate 


Remote Wireless Dictating Unit 2 


\ new concept in business 
communications equipment which 
makes possible for the first time 
remote wireless dictation and _re- 
cording has been introduced by 
American Geloso Electronics, Inc. 
Called Remote-Tape, the new 
system allows users to range a 
wide distance from the actual 
recording machine while carrying 
nothing more than a compact pocket sized unit which contains 
both microphone and transmitter. 
the miniature 





Every message dictated into 
dictating unit is automatically recorded by a 
standard machine which can be located a half mile or more away 
The complete unit consists of a wireless microphone, a receiver- 
control unit, an ecording 
unit and the Geloso Stenotape recording/transcribing 
unit, the latter operating only when messages are actually bei 
dictated. A gating circuit makes it 
transmitter to activate the recording machine. As a result, al- 
though the transmitter operates on citizens’ band frequencies the 
receiver will still not operate unless its specific transmitting coun- 


actuator, which starts and stops the r 


standard 


impossible for any other 


terpart is sending a message. 
without the necessity of 


The ability is dictate information 
carrying heavy, awkward or expensive 
equipment makes the Remote-Tape a valuable tool in such diverse 
applications as taking, inspection reporting, 
training, insurance reporting and law enforcement 


inventory 


a! 
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Plastic Binding Pack 3 
North 


newly de- 


General Binding Corp.. 
brook, Ill., says its 
signel GBC Plastic Looseleaf 
Dealer Pack and Ring Binde 
Pack have made it practical for 
the first time to offer a binding 
service to the public through sta- 
tionery and office equipment dealers. The GBC Dealer Packs 
will be offered in conjunction with a new Professional Punch 
This will enable dealers to plastic or metal bind any type of 
The Professional 


%79 for office users who have 





paperwork for their customers in a few seconds. 
Punch has been designed to retail at 
sufficient paperwork to warrant the purchase. In addition to such 
machine sales, General Binding Corp. expects that a substantial 
volume of business will accrue to dealers using the equipment on 
their own premises for custom binding. 
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The Envo-Cal, a combina 
tion envelope and calendar, i 
calculated to 
stimulate weekly, biweekly or 


a new device 
ordering or 
by mail It is being offered 
by The Envo-Cal Co., 80 
Morris Ave., Springfield, N-J. 
A patent has been applied for. The device may be composed 

12, 26 or 52 envelopes with extended flaps to include 
or order slips (with company’s name 
wrea for easy sealing. A weekly, biweekly, or monthly calendar 
is printed on the pocket side of the envelope. The face side of 
the envelope carries the 


printed 


monthly paying 


payment 
imprinted) and a gummed 


address of the com- 


Each 


printed name and 


pany, and postage-free indicia f requested 


envelope can be easily removed by tearing off along perforated 
edge above gummed flap. The new item is particularly valuable 
since il constantly reminds a customer or a prospect that an 


order should be placed, or that payment tor some service 1s due, 
on a particular date 


Modular Desks 

Haskell of Pittsburgh offers 
new WS (Work Station) Modu- 
lar des 
large t varleties of work stations 


available to today’s modern of- 


igns to provide one of the 


{ces The basic unit consists 
of a 66” by 30” desk available 
in two designs — one with a 





three-drawer pedestal (as shown) 
and the other with a two-drawer pedestal featuring one file drawer 
and one box-iype drawer. This basic unit is also available in 
right or left arrangements to suit the layout of the office. They 
may be combined with several basic wing designs such as the 
three-drawer pedestal shown here, also with a two drawer or a 
shelf-pede:tal with door, or with ; 


panel end table design All 


are available for right or jeft installation in three sizes—68” 
55” and 41” in length. This gives a choice of work stations 
ranging from 101” to 128”. The wings are available in two 
heights — regular and typing. Other wing designs, available 
in 68” lengths only, include bookcases with and without doors, 


also a three-drawer unit with bookcase and doors and a_ three- 
drawer unit with bookcases without doors \ wide range of 
is available. New 
upon request to Haskell, Inc., 


solid colors and two-tone color combinations 
full color literature is available 
P.O. Box 5273, Pittsburgh 6, Pa 


Paper Shredder 6 


Created and designed particu- 
larly for use in executive offices, 
The Des- 
troyit, was announced by the 
Michael Lith Sales Corp. of New 
York. With easy, one push but- 


ton operation and absolute safe- 


a new paper-shredder, 


ty. it destroys up to eight sheets 
of bond paper at once into the 
shreds of any small 
available The unit 
movable 


thinnest 
shredder 
comes with a cabinet 
and has its own removable waste- 
bin where the shreds are caught. 
The width of the shreds is 3/32” 


There is a three-way switch for 





“on,” “off,” and 
operate on ball 


The cutting mechanism and motor 


Paper 


“reverse.” 


bearings clips and fasteners do not 


damage the mechanism. 
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Disposable Ash Tray 7 


A new type disposable ash 
tray, which may be quickly 
mounted to or ‘removed from 
chair backs, walls, windows, fil- 
ing cases, auto dashboards and 
other vertical surfaces, is now 
available as a combination utility 
and advertising specialty item. 
The Pin-up ash tray is shipped 
as a space-saving flat blank and 
quickly set up. The tray is 
made of heat- resistant foil lami- 





nate construction and carries its 
a 4 own mounting adhesive. To use 
the tray, a protective strip of masking paper is first peeled from 
the back, then tray is pressed firmly in position. Company and 
product names, trade marks and advertising messages can be im- 
printed directly on the tray or applied by means of labels, printed 
tape or hot stamping. A specially designed notch holds cigarettes 
in position on the edge of the tray. For further information, sam- 
ple trays and prices, address Trayco, P. O. Box 476, Libertyville, 


Ii. 


Sliding-door Cabinets 8 

The 1961 line of sliding-door 
cabinets introduced by the Bor- 
roughs Manufacturing Co., Kala- 
mazoo, Mich., features advanced 
styling by designer Ray Diet- 
rich. Long, graceful, vertical 
pulls on the doors are’ within 
convenient reach of everyone, 
and require only the slightest 
finger-tip pressure al any point 
to slide the doors open or shut, 
without any binding or scraping 
The cabinets are available in 
heights of 29”, 42” and 78”, and 
depths of 12” and 18”. Doors 
slide silently on nylon rollers which roll on dust-free elevated 
tracks. The pulls and tracks are of anodized aluminum. Shelves 
are adjustable without nuts, bolts or tools 





Executive File Cabinets 9 
Executive file cabinets in wal- 

nut with a natural oil finish that 

& can become an integral part of un 
interior scheme are being intro- 
duced by Jens Risom Design. 
Inc., as an addition to the Group 
Nine collection Available in 
two, four or six-file drawer units, 





they can be stacked, mounted on 
a solid black plastic base. They are alse available with smaller 
drawer units for other storage needs. Features include central 
locking, black cast-aluminum drawer pulls, full suspension, and 
show-wood backs with finish on all sides so that units can be 
used as room dividers. Other new additions to the Risom execu- 
tive group are three new chair designs that feature the oval 
as a common design motif and new conference tables. 


Pen Showcase 

Parker's new “Continental” 
showcase is being offered dealers 
throughout the country. It per- 
mits great flexibility for all 
brands and sizes of writing in- 
struments. Ballpoints are dis- 
played within easy reach, but are 
absolutely pilferproof. More ex- 





pensive pens are shown under 
glass. Counter-top is slanted to free the counter of display mess. 
With plenty of storage space and new lighting. the unit offers 
new organization to the pen department, 





Two-sided Adhesive 11 

Kleen-Stik Products, Inc., Chi- 
cago, has introduced a_ strong, 
versatile two-sided adhesive in 
tape form. It bonds instantly 
without moistening or gluin 
Most important, it can be ap- 
plied now and used later. The 
new Kleen-Stik adhesive is pres- 
sure-sensitive. It is carried on 
a paper carrier strip and pack- 
aged in a convenient roll dis- 
penser. The unique adhesive is 
tacky on two sides, but each 
side may be used at a different 
; time. Applications include 
mounting notices to bulletin boards, mounting signs or name- 
plates on desks, doors or walls, affixing additions to letters or 
forms, attaching riders to legal documents or insurance contrac! s, 


etc. Hand dispenser package is available in three widths: 4”, 
%” and 1”. In each of the three widths, the adhesive is 
slightly narrower than the carrier’ paper. This provides 


arn ungummed margin along the complete length of the 36- 
yard roll. This “finger lift edge” allows easy peeling of the carrier 
paper 


Photocopy Machine 12 

A new all-purpose photocopy 
machine with a contact printer 
designed for speedy, one-hand 
operation, and priced to com- 
pete with imports, has been in- 
troduced by Triangle Business 
Machines, Inc., Los Angeles. The 
device, utilizing a diffusion trans- 
fer process, will reproduce in 
black anything visible on book 
or magazine pages, cardboard, 
blueprints or letters, and also 
will produce a metal off-set print- 
ing plate in 30 seconds. The 
Universal 100, first model to be 





introduced by the new Western company, features desert sand- 
finished cabinet with an 11-inch throat. It will accommodate copy 
up to 10 by 18 inches in size. A single handle locks or lifts the 
contact’ printer lid, allowing efficient, one-hand operation. The 
automatic electric timer is controlled by a single turn-and-push 
knob. Suggested retail price is $195. 


Gold Plated Memo Clip 13 
A Gold Plated Memo Clip is 


offered for use as a holder, memo 
holder, recipe holder and paper 
weight. Construction of stain- 
less steel enables the clip to keep 
its tension and holds notes firm- 
ly. It is available in four price 
ranges: nickel plated (retail 
- 5c), nickel plated in attractive 
gift box (retail 75c), gold plated (retail 49c) and a gold plated 
packed in attractive gift box (retail $1). Further information 
may be obtained by writing L. D. Van Valkenburg, Holyoke, 
Mass 





Musical Valentines 14 

Musical novelty cards are in- 
cluded in Rust Craft Publishers’ 
expanded 1961 Valentine line. 
Four single-fold cardboard, die- 
cut designs in the form of mu- 
sical instruments — French horn, 
saxophone, cornet and_ baritone 
horn contain blow-through 





noisemakers. The cover design is repeated on the back side of 
the cards to simulate the instrament from both sides. The 
novelty cards retail for 25c. 


(Continued on page 35) 
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NEWEST ACHIEVEMENT IN 


PORTABLE Gluyw-Fee LIGHTING 





Acme’s Smart Swivel-Arm 


Citation Delure 


Designed For 


COMFORTABLE 
DIFFUSED 
NON-GLARE 
on ILLUMINATION 
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LIST PRICE 
allies HIGH-IMPACT ‘\, BASE OF CONE ACTS AS 
BROWN SX. ON-OFF SWITCH 
cms | FIBER-GLAS . 
OFFICE 
GREY 
SHADE 
SYLVAN Practically impervious to wear . . . can’t scratch, 
GREEN chip or warp . . . will not discolor! Throws a soft, 
& BRASS restful light that’s perfect for reading... and 
BLACK adds beauty to any room interior. 
& BRASS 
BEIGE 
& BRASS DECORATOR STYLED 
GRACEFUL SWIVEL ARM 








FOR COMPLETE 360 TURNING 


sacainlane WAFER THIN, FULLY FELTED 
anal: MODERN DIE-CAST BASE 


ILLUSTRATED TAKES 75 OR 100 WATT BULB 
CATALOG 5 ATTRACTIVE COLORS 
| bs ae nd 10) ©) S| on oe os 0 ee |, | om 


(Ofelalel-ia-mm, [-3') me Zola ¢ 
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SPACE-GUARD 


OPEN SHELF FILES 


€ 


Space-Guard guides speed 
record location. In letter and 
legal size, with or without shelf 


Space-Guard tab-on-end file 
folders are easier, faster to 
use. Y3-cut tabs, selected or 
distributed. 


Space-Guard straight-edge ex- 
panding pockets protect fre- 
quently used papers. 134” and 
32” expansion. 


Space-Guard Out-Guides save 
50% of re-filing time; prevent 
record loss and misfiling. 


Space-Guard folders are also 
available in straight-edge, 2/5- 
cut and ¥3-cut, third position; 
letter and legal sizes. 


WRITE TODAY 

FOR FREE 

CATALOG AND 

FULL INFORMATION, DEPT. DM-12 








. 
: 
: 





MEAN MORE 
SALES FOR YOU! 


New multi-million dollar WKRC Radio and Television studios, 
Cincinnati, installed Space-Guard open shelf files and guides in thei 
record library to save space, speed filing and finding time. New applia 
cations for G/W Space-Guard are being found daily, opening up 
new markets, new sales for you! Sell the low initial cost, the treme 
dous saving in floor space, the economy and simplicity of operationj 
and the maximum flexibility. Ideal for every business that maintaings 
records, suchas... 

Insurance Companies Order Files Hospitals 
Utilities Purchasing Files Institutions 
Banks Personnel Records Law Offices 
Airlines Government Offices Libraries 


Trucking Companies Savings and Loan Offices Research Files 
Schools Railroad Offices Radio Stations 


mace PE WERA TC KS 


THE GLOBE-WERNICKE CO. 


NORWOOD, CINCINNATI 12, OHIO 
Remember . . . success depends on the strength of your line 
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val letter, rom Washington...r 


MODERN STATIO NER AND 
OFFICE EQUIPMENT DEALER 
Washington, D, 


7 € 


November 15, 19¢ 


An all-out campaign to convince Congress that the retailer 
must be retained in all future wage-hour legislation is now 
the National Retail Merchants Assn, All members are being 
contact their senators and congressmen in their home districts 
convening of the new Congress, The — members will be urged 
January 13, the day following the association convention in Washington, for 
personal visits to the Capitol to support the exemption. 








Aside from the obvious burdens to the retailer of coming under the Fair 
Labor Standards Act, the retailer group cites the problem of determining the 
overtime for commission salespeople, As an illustration, the NRMA explains, 
"The typical employee paid a weekly salary of $40 for a 40-hour 1 
one percent commission on all sales would, under present practices, 
garded as earning a regular hourly rate of $1.00. Under the Wage and 
Administration interpretation, this hourly rate would have to be deter: 
by including all commission earnings with base pay to compute for that 
ployee for that week the basic hourly rate earned, The same involved method 
of calculation would apply to employees paid on a straight commission and re- 
ceiving a weekly salary draw toward commission earings," 


Ky 


A comprehensive legislative program to aid small companies will 
pushed in the new Congress by Senate Small Business Committee Chair 
o_o a a + ° . . * 
Sparkman (DeAla.). Among steps which the senator says must be 
sure survival of the small firms are: 





Tax allowances on earnings plowed back into expansion of 
improvements and modernization,..Vigorous antitrust enforcement 
the threat of mergers and curtail unfair trade Seg angry 
long term, low interest credit...A revitalized Small Business |! 
geared to render maximum aid to small concerns, 


The Federal Trade Commission is seeking Budget Bureau approval to re- 
guest a 50 percent hike in appropriations for the next fiscal year. Should 
FTC come up with additional funds, it plans to expand its recently developed 
procedure. for investigation by mail, and to speed the work of its Bureau of 
Consultation in getting voluntary agreements from business to discont 
the objectionable practices without lengthy delay and costly litigation. 








FTC attorneys are encouraging the commission to set a policy dares phat 
wholesalers and manufacturers from providing such aids to retailers as 
purchases of accounts, display equipment, and advertising services. 
contend that such suppliers tend to drive out of business competitors 
to afford following suit. If issued, such an order would not depend 
FTC's disputed jurisdiction over retailers; it would be issued only 
suppliers. 








A revised version of the Keogh bill permitting the self-employed to take 
tax deductions for amounts set aside for their retirement is expected to come 
before the House Ways and Means Committee and the Senate Finance Committee in 
1961. The new version would: 








Permit independent proprietors, partners and other self-employed persons 
to make deductible contributions to a self-retirement plan up to 20 percent of 
income or $5,000 annually, whichever is the lesser sum, but only half of the 
amount set aside would be deductible, 


Allow the self-employed person the tax benefits only if he contributes 
on behalf of his employees an amount equal to five percent of his payroll 
costs to a pension plan or makes a bona fide start toward setting up an em- 
ployee retirement plan. 


Set up a bond purchase retirement plan under which a self-employed person 
who did not participate in any retirement program could make deductible the 
purchases of a special series of government bonds up to $300 annually. 


As passed by the House in the last Congress, the Keogh bill authorized 
a deduction of 10 percent of earnings up to a maximum of ¥2,500 annually, It 
contained no provision for an employee retirement program, The Senate Finance 
Committee, however, junked the House bill and adopted one proposed by the 
Treasury which was so complicated that it would probably be of little value to 
most self-employed. This bill was not brought up by the Senate, 


David A, Lindsay, Treasury Department general counsel, predicts that in 
the tax field the new Congress will focus on the self-employed retirement bill, 
business expense deductions, dividend withholding, tax treatment of antitrust 
divestitures, federal tax liens, lobbying expenses, depreciation allowances, 








and tax treatment of income from foreign sources, 


Dana Latham, Internal Revenue commissioner, expressed hope businessmen 
will recognize that his agency's efforts to halt abuses of business expense 
"deserve their cooperation rather than their criticism" He said that IRS 
is not trying to dictate how businessmen should spend their money; that "if 
a salesman entertains a legitimate customer at lunch, it is not our affair 


that he may choose to entertain that customer at the most expensive restau- 
rant in town," 





An IRS ruling holds that assessments paid by downtown merchants to a 
city-created parking improvement district for use in providing public parking 
are not tax deductible, except to the extent that they may be allowable to 
maintenance or interest charges. 


The Post Office's speed mail system may further complicate the envelope 
situation in the future. The device, which flashes mail across the nation in 
seconds, can only handle a single type of envelope specially prepared for it. 
Also, only a single page letter can be moved. Speed mail is now being used 
for some government mail, but it will take legislation by Congress to put it 
into regular service. 








Various Federal Reserve Board actions should pump another $1.3 billion 
into the economy for the Thanksgiving-Christmas season. The board scheduled 
November 24 and December 1 for reducing the amount of money member banks must 
hold out as reserves and will permit many large city banks to vault cash as 
part of the necessary reserves, 
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Another Chance to Vote’ 


here was a time in the distant 

past when some trade associa- 
tions resembled exclusive clubs. 
Only the select and conforming 
few were sought or welcomed as 
members. It may have been that 
the time and distances involved 
to participate in a national group 
restricted membership to a_ well- 
healed leisure class. 

Such conditions no longer pre- 
vail in the associations of our in- 
dustry. You might have personal 
reasons for temporarily avoiding 
an active role in association work. 
But, honestly, you have to reach 
pretty far out to find a valid rea- 
son for failing to support coopera- 
tive trade efforts through simple 
membership. Annual dues amounts 
to less than many workers pay in 
union dues. And you most certain- 
ly are welcome. 

In fact, the National Stationery 
and Office Equipment Assn. (NS- 
OEA) has retained the help of 
professional outside talent to con- 
duct a survey of the industry 
and to help the association plan a 
program of maximum value to its 
members. This agency has _in- 
vited your comments. 

This is in the nature of an 11th 
hour appeal, because the final re- 
port will be drafted in the next 
few weeks. 

If you have any gripes about the 
way NSOEA is run, here is your 
chance to register them anony- 
mously. Whether you are a mem- 
ber, nonmember or former mem- 
ber, your opinion is invited. Is 
NSOEA in your opinion a good 
association, and is it helping you 
in ways which you find useful? 
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How do you think its usefulness 
can be increased? 

This critical and constructive 
self-appraisal is being conducted 
for NSOEA by the management 
consulting firm of Rogers Slade & 
Hill of New York. Findings will 
be used to guide Association lead- 
ers in their long range planning. 

“This is a cooperative effort,” 
says Roscoe Edlund of the con- 
sulting firm, “in which everyone 
should cooperate to the best of 
his ability. I want to stress that 
we want from as many of you ‘as 
possible your ideas, suggestions, 
recommendations as to what you 
think can be done through the As- 
sociation to enhance the service of 
this industry to the American 
people and to render the industry 
more profitable.” 

Mr. Edlund’s invitation is tailor- 
made for any of you who have 
belonged to NSOEA and dropped 
out for any reason. You can tell 
him why you left, in complete 
confidence, and your gripes and 
grievances will be passed on anony- 
mously with others to the Associa- 
tion’s planning committee. 

Already the Association offers 
merchandising aids, training tools, 
group insurance, useful industry 


statistics, and a chance to speak 
with one loud voice on legislative 
and freight rate matters. 

NSOEA is to be praised for this 
thoughtful approach to improving 
its own program and the industry 
generally. 

If you would like to see other 
services introduced, speak up. You 
can write to Mr. Edlund at Rogers 
Slade & Hill, 551 Fifth Avenue, 
New York 17, N.Y. 

Some of you may feel there is 
a good case to be made for a grad- 
uated dues schedule, based on an- 
nual sales volume. You might like 
to see a strong Association pro- 
gram for attracting capable young 
people into the industry. Others 
may want to see the Association 
decentralized through regional of- 
fices staffed with qualified field 
secretaries. 

Whatever you want in a trade 
association, you now have an op- 
portunity to stand up and be 
counted just as you did in the na- 
tional elections a week or two ago. 
And if you wish to demand any 
“rights” as a responsible member 
of the industry, you ought to look 
upon this opportunity as a cor- 
responding “duty” to make your 
views known. 








Walter G. Renko, manager of Mendell’s, is 
clipping and pasting to put together next 


year's edition of the store’s annual catalog. 


An office furniture firm 


f you want an effective and 

economical way of advertising, 
compile a catalog of the stock in 
your store. Have it printed eco- 
nomically by the offset method. 
Then mail it to your regular cus- 
tomers and a select “prospect list.” 

You can increase your business 
as much as 25 percent this way. 

At least that has been the ex- 
perience of Walter G. Renko, man- 
ager of Mendell’s, office furniture 
firm at 1614 Franklin Street, Oak- 
land, Calif. Mr. Renko, an ener- 
getic man in his forties, got the 
idea of compiling a catalog as a 
result of soliciting business from 
public schools. 

His story goes back about ten 
years, when several new schools 
were being built in and near Oak- 
land. 

“It seemed like a good opportu- 
nity for us,” he recalls. “We had 
made a good buy on kindergarten 
tables and chairs. So I called on 
the schools. But first I made up 
a simple folder, with pictures of 
the tables and chairs and a brief 
description with price information. 
And we added our company name 





in California found it pays to have your own catalog— 


and phone number, of course. 

“I'd call at a school, talk to the 
buyer and leave one of these fold- 
ers. I couldn’t see all the schools, 
but I saw that each received a 
folder. The results from this one 
folder, a simplified catalog you 
might call it, were very good. We 
got a lot of calls and a chance to 
bid. 

“As a result,” he says, “we 
started thinking about making up 
a catalog of our furniture stock. 
Nothing pretentious, but something 
that would have pictures of our 
leading items with description and 
price of each. We put out our first 
one in 1954 with only eight pages. 
We mailed 5,000 copies—about 
1,500 to regular customers and the 
rest to prospects in dictricts we 
hoped to get busiriess from.” 

This simple 81%” by 11” cata- 
log brought so many queries and 
sales to new customers that an- 
other edition was put out the fol- 
lowing year and it was decided to 
make it a permanent feature. 

In 1956, the catalog was in- 
creased to 16 pages and 20,000 
copies were mailed. Most of these 
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A Dealer's First Catalog 


and it need not be an expensive, four-color production to build sales volume 


were not addressed. Mailmen in 
certain areas were supplied with 
one for every stop on their routes. 

“What we did,’ Mr. Renko ex- 
plains, “was to get a map of the 
area from the post office, showing 
the districts covered by each post- 
man and the stops he made. We 
picked out the districts we wanted 
to cover, and supplied the books 
to the post office, merely addressed 
“Business Patron.” We can’t do 
that now.” 

Cutting corners on distribution 
is only one of many ways in which 
Mr. Renko held catalog expense 
to a minimum. 

Instead of having cuts made 
from pictures of stock items and 
having descriptive paragraphs set 
in type, he merely clips pictures 
of desks, chairs, lamps and other 
items he handles from the catalogs 
and brochures of manufacturers. 
The same thing is done with de- 
scriptive copy. 

“It’s all very simple,” he says. 
“All it takes is a pastepot, scissors, 
and the literature of manufacturers 
we buy from. I cut out material 
on the items we carry. Then I 
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paste the pictures and copy on 
pages of the dummy I have made 
up for the catalog, assembling 
them in proper order. On the cover 
page is our firm name and a pic- 
ture of the store. 

“It takes me about a month to 
assemble copy this way, working 
when I can during the day and 
in the evenings and on weekends. 
When I have the dummy pasted 
up, I turn it over to a lithograph- 
er. It costs us $500 to have a 
catalog printed this way. If we 
had it done on letterpress, it would 
be $2,500. About the only other 
expense we have is postage. It is 
about as economical a way of ad- 
vertising as you can get.” 

Each edition of the catalog is 
numbered. That is, the first one 
put out in 1954 was No. 1; the 
following year it was No. 2 and 
so on. Mr. Renko 


because 


says this is 

customers _re- 
catalog would file it. 
Then a year later they might want 
some equipment. If they dug into 
their files and ordered something 
from our old catalog, the price 
might be out of line. 


necessary 
ceiving a 


“When this happened, we had 
to ask the number of the catalog 
they were ordering from. Then we 
would explain about the price,” 
Mr. Renko “We've never 
had any complaints from custom- 
ers about this, because they real- 
ize that constantly 
changing.” 

Mr. Renko that besides 
serving as a reference book for 
regular customers, the catalog acts 
as a “silent salesman” for the store. 
“Most of the big orders you get are 
the result of a personal call made 
by a salesman. But I’ve had sales- 
men from other office equipment 
houses tell me they would have 
had a certain order if it hadn't 
been for our ‘darn catalog.’ 

“What happened was that when 
a salesman quoted a price, the 
buyer checked it against our cata- 
log. And if he liked our price and 
merchandise better, the chances 
are that he said no, and gave us 
the order later. 

“We've had many orders come 
to us through the catalog. We 
know it is constantly working for 


bb] 
us. 


says. 


prices are 


says 








Ohio, makes 


New store (below) at Lorain, 


greeting cards, as well as the opening of five new departments. 


; 
j 
H 
: 


more model offices (off camera to left) . 























A gift and art center outlet has been opened adjacent to his existing commer- 
cial stationery store by an Ohio dealer to accommodate new departments 


Operating the side-by-side 
operations of Lorain County 
Stationers are, left to right 
seated, Joan William and Helen 
Reid of the office staff; Mrs. 
Roy Barrington, social  sta- 
tionery buyer; Mrs. Owen, 
sales; (standing) Harold S. 
Bobel, president; Don Barkley, 
stock control; Scott Dorrance, 
commercial stationery manager; 
Al Sharp, delivery and ware- 
house; Jim Carner, industrial 
sales; Darrel Dobran, stock; 
and John Bobel, store manager. 





ry : : 
he thought of new lines and 
new departments poses a seem- 


ingly insurmountable problem for 


many stationers already crowded 
with the stock in their present fa- 
cilities. 

Such a problem was solved this 
fall by Lorain County Stationery 
& Office Equipment Co. of Lorain, 
Ohio, with the opening of its fourth 
outlet in 13 years. 

The new store, a gift and art 
center operation, is located at 641 
Broadway in Lorain, adjacent to 
the original Lorain County Sta- 
tioners store at 637 Broadway. It 
features no less than five new de- 
partments not previously a part of 
the business. 

The new departments offer: 

—Drafting and engineering sup- 

plies and furniture. 

—Art supplies. 

—Paper party goods and gifts. 

—Coin and stamp collectors 

supplies. 

—Education and “better type” 

paperback books. 

These new departments are in 
addition to greatly expanded so- 
cial stationery and greeting card 


departments, which have been 
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moved out of the original store 
to the new location. 

The expansion move will also al- 
low the corporation to maintain a 
much larger display of model of- 
fices and office machines in the 
commercial stationery store. 

The new unit rounds out a 
growth story that began in 1947 
when a commercial stationery 
store was opened in Lorain. The 
firm added a similar store in Ely- 
ria, Ohio, in 1952 and an Office 
Interior store at Elyria in 1955. 

In connection with the latest ex- 
pansion, an inter-store competition 
was conducted to design model of- 
fices for the expanded operation at 
Lorain. 

Founder and president of the 
corporation is Harold S. Bobel, ac- 
tive in the industry for more than 
25 years. The combined stores, 
planned and under the manage- 
ment of John H. Bobel, Jr., feat- 
ure new lighting, air conditioning 
and a completely new front of 
porcelinized tile. Social depart- 
ments are under the direction of 
Mrs. Roy Barrington, who will do 
much of the buying and planning 
for the new outlet. 














Sell the Benefit: 


Faster, 
Cheaper 


Letters 


Dealers handling new one-time 
carbon sets for letter and memo 
writers can offer their customers 
impressive savings on much routine 
business correspondence. Here 


are figures to prove it 








‘Lhe cost of 

many  busi- 
ness letters can 
be slashed by 
80 percent, ac- 
cording to a 
survey by a 
leading maker 
of record-keep- 
ing forms and supplies. 

Research disclosed that the aver- 
age cost of a letter using three-part, 
one-time carbon sets was $0.384, a 
savings of $1.44 from the current 
$1.83 average cost of a conven- 
tional business letter, as reported 
widely earlier this year by the 
Dartnell Office Administration 
Service. 

The relatively new business form 
contains ruled space for a message 
and reply. It is made up in tripli- 
cate with disposable, interleaved 
carbons. The money-saving form 
is recommended for inter-office 
correspondence, communications 
concerning orders, shipping in- 
structions, sample procurement 
and other matters where quick re- 
plies may be needed. 

In the survey, a 40-word mes- 
sage on this type of form required 
an average of three minutes to 
write, compared with an average 
of seven minutes for a regular let- 
ter. Even more impressive than 
the saving in time is the measur- 
able reduction of costs on a com- 
pany’s correspondence. 

In writer’s time alone, the cost 
of writing a quick letter or memo 
with the form was 13.8 cents, com- 
pared with a cost of 32.1 cents for 
writing a regular letter. The writ- 
ing costs are based on a $110 
weekly salary for the letter-writer 
and a 40-hour week. If the letter- 
writer is in a_ higher income 
bracket, even greater savings will 
result from the time saved. 

By eliminating stenographic 
costs, the carbon set also reduced 
associated expenses, such as lost 
time and fixed overhead charges. 
With built-in carbon paper and no 
use of a typewriter, cost of mater- 
ials and equipment drops from 7 
cents for a regular letter to 4 cents 
with the stock form. 

Use of the sets does not alter 
the 9-cent average cost of mailing 
a letter, nor the filing cost of 4 
cents. 
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The three-part forms, available 
to all stationers in recent years, 


contain a top sheet for the orginal — potery i — 
message, a carbon copy for the COST FACTOR Conventional Carbon Carbon 
sender to retain, and a carbon Letter Set Set 
copy for the recipient to keep after 
he has added his reply. The parts 
are perforated at the top and snap 
apart easily. The forms can be ' 
sold either plain or imprinted with wee TIME $0.321 $0.138 $0.183 
a customer’s name. Some have reg ancl en 
ruled spaces for handwritten notes shanties ten emis tities se 
and others are designed for short ‘ 
typewritten notes. 

The forms manufacturer who 
made the cost comparison says 
the letter sets are on intended to iba toe ent cased $73 k for 40 730 wr hated 
be a substitute for all business paat aubee sania of mobos ing 
correspondence, but it can replace day, including time taking dictation. 
a substantial amount of business | 
letters. The percentage of corres- 
pondence which can be handled NONPRODUCTIVE LABOR 158 021 137 
by the carbon-interleaved forms Time lost by writer and stenographer 
will vary depending on the size due to waiting, illness, vacations, 
and nature of a specific business. and other causes—15 % of labor cost. 

Craig Wilson, office manager of 
Chicago Printed String Co., maker 
of decorative gift wrapping and 
industrial tapes, estimated that 50 
percent of his company’s corres- FIXED CHARGES 420 055 .365 
pondence could be handled on the Depreciation, supervision, rent, light, 
brief business forms. interest, taxes, insurance, pensions, and 

similar overhead costs—40% of labor cost. 





F. A. Kellog, general accountant 
at Kroehler Manufacturing Co., 
estimated that one-fourth to one- 
third of the furniture manufactur- 


er’s correspondence is now written MATERIALS 070 040 030 
on the forms. Stationery, carbon papers, typewriter 
D. A. Burke, office manager of ribbons, pencils, and other supplies. 
Northern Electric Co., manufac- 
turer of electric blankets, said the 
forms were utilized in about 10 
percent of his company’s corres- 


pondence. “But,” he said, “prob- MAILING COST .090 .090 —_ 
ably a lot more could go on the First-class postage (10% air mail), ’ 
short forms.” gathering, sealing, stamping, sorting, 

An accompanying table gives and delivering to post office. 


exact figures of the cost compari- 
son. The column giving conven- 
tional letter costs has been well 
publicized in the past year. Sta- 


tioners selling stock forms can do FILING COST .040 .040 aa 
their customers a service by giving Clerk's time; cost of filing 
equal publicity supplies, etc. 


to the other 
two columns. 


TOTAL $1.829 $0.384 $1.445 


Note: Table art- 
work courtesy Wil- 
son Jones Co.) 


*As reported in the Dartnell Office Administration Service issue of Jan. 1960. 
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we tationers, like most retailers, 
“have developed the practice of 
measuring success or failure by a 
series of measures expressed in 
terms of percentages. We seem to 
be quite content to measure sales 
success by increases or decreases, 
gross profits by percentage mar- 
gins, wages and other expenses as 
percentages of sales, and operating 
profit as a percentage of sales. 
Every once in a while, we should 
stop and take a look at our meas- 
ures and decide whether or not 
they measure exactly 
think they do. 
Consider the matter of sales in- 
creases — we always express them 
as percentages of last year’s sales 
volume. What does last year’s vol- 
ume really have to do with sales 
this year. We become extremely 
happy when sales increase and ex- 
tremely depressed when they de- 
crease. Yet very often we should 
be depressed at the size of our in- 
creases. What we really need is to 
measure our sales success against 
our potential, not against last year 
when an entirely different set of 
circumstances may have existed. 
Conversely, we should be more 
willing to accept decreases if con- 
ditions indicate decreased poten- 
tial. It has been said that the 
struggle to “beat yesterday” has 
beaten more retailers 
other single element. 
Retailers go to great lengths just 
to beat last year’s figures. One 
sure sign of decadence in a large 
store is the appearance of frantic 
promotional activity which is 
aimed at increasing sales volume 


what we 


than any 


at any cost. The ability to adjust 
to down trends in business is just 
as important as the ability to ride 
along with sales increases. This 
inability to accept decreases is a 
prime cause of the relatively short 
life of retail firms. Manufacturers 
plan realistic production schedules, 
but retailers tend to plan unreal- 
istically, because they cannot ac- 
cept the thought of downswings. 

The sales comparison is a useful 
devise for comparing what hap- 
pened last year — just that. As 
a measure of what should have 
been, however, it leaves much to 
be desired. 

The gross profit measures the 
difference between what we pay 
for our goods and what we receive 
for them. When we convert this 
into a percentage, however, we 
restrict the freedom of our busi- 
ness decisions. Percentage think- 
ing in gross profit starts with the 
assumption of a given amount of 
sales volume and therefore we will 
have a specific amount of gross 
profit. Nothing could be farther 
from the truth. It is true that we 
will get our required gross profit 
if we make our sales plan and if 
the customers will pay our prices. 
But these are certainly not the 
only variables in merchandising. 

We might well be able to make 
more dollars of gross profit if we 
made a slightly smaller percentage. 
More serious, however, is the fact 
that we tend to become satisfied 
with standard margins. Sometimes 
we could make higher margins if 
we were not influenced by gross 
profit percentages. 


Teens and 


Typewriters 


20 


In the final analysis, our custo- 
mers will decide what our gross 
profit will be. If they do not like 
our prices they are free to buy 
elsewhere. We do not make a pen- 
ny until we make a sale. Just 
pricing an item is not enough to 
allow us to assume that it will be 
sold at that price. 

Retailing is just about the only 
form of business activity in Amer- 
ica which has been reluctant to 
take advantage of the economics of 
size. Hard percentage thinking is 
rapidly being discounted in chain 
stores, supermarkets and depart- 
ment stores. We, too, must be 
careful not to carry it too far. 

The practice of relating expenses 
to sales and expressing them as 
percentages is also a very question- 
able one. Handling costs for any 
item are not necessarily related to 
its retail value. Some items take 
more space, more time and much 
more handling than others. Stores 
which cut prices do so by carrying 
only those items which are least 
expensive to handle. The conven- 
tional retailer, however, penalizes 
some items by spreading the han- 
dling costs of all items over his 
entire assortment. Much more 
work will have to be done on this 
vital phase of retail operations if 
we are to survive the competition 
of the immediate future. 

What has been said concerning 
gross profit also applies to operat- 
ing profit. Profits are not made 
in percentage points. They are 
made in hard-earned dollars and 
cents. When you go to the bank 
you cannot deposit 40 percent, but 


N® out of ten teen-age girls 
use a typewriter and the aver- 


age girls learns to type at 154 
years of age. 

These are a few of the facts re- 
vealed in a recent survey on type- 
writer ownership and usage by 
Seventeen magazine. 

The survey discloses that the 
primary reason for using a type- 
writer, according to 1,424 members 
of a teen-age consumer panel, is 
neatness, cited by 87.1 percent. 
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$40.00 is completely acceptable. 

Another measure which can 
prove to be misleading is stock- 
turnover. Stock-turn is the ratio 
between sales and average inven- 
tory at retail. This means that 
turnover can be increased by in- 
creasing sales or by decreasing in- 
ventory or by a combination of 
both. The important thing to re- 
member is that high stock-turn in 
and of itself is not necessarily a 
good goal. If a stock assortment 
is starved merely to improve stock- 
turn performance, a decrease in 
sales will be almost inevitable. On 
the other hand, frantic efforts to 
increase sales may develop over- 
stocks which adversely affect the 
stock-turn rate. 

Another problem in_ stock-turn 
measurement involves our method 
of calculating average inventories. 
We usually charge in our goods 
when they are received. It may 
be days or, in some cases, months 
later before the bill is paid. If 
we are truly interested in turning 
our investment, we have to ques- 
tion the regular method of charg- 
ing in goods. 

It might seem that the things 
expressed here are very radical or 
that I am suggesting that we 


throw away all our traditional 
measures. Nothing of the sort is 
intended. The intention here is to 


shake ourselves out of a kind of 
thinking that may get us into a 
rut. Live with all our excellent 
measures, but give a thought to 
their dimensions and implications. 
Be sure not to read into them 
things which are not there. 


Another 49.1 percent said they use 
a typewriter for speed. Typewrit- 
ers are used for homework by 
84.8 percent; and 68.7 percent feel 
that typed work improves their 
grades. More than half also use 
typewriters for their personal cor- 
respondence. 

Seven out of 10 of the girls 
learned to type at school, while 
26.3 percent learned at home. Four 
out of five usually type at home. 

Eighty-seven percent of those 
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Can You 





Trust 


Your 
Measures? 





You might be depressed at the size of 


your gains, or maybe shrewd enough to 


know when not to struggle to “beat 


yesterday” if you learned to read figures 


for exactly what they’re worth 


By Gordon BS. Cross, Ph.D. 


Consulting Editor 


who own their own typewriters re- 
ceived them as gifts and 9.5 per- 
cent bought their typewriters with 
“gift” money or their own funds. 
In the latter case, 26.4 percent 
said they made their purchase in 
a department store, 22.6 percent 
chose a “typewriter store” and 15.1 
percent went to a “stationery 
store.” 

Eight out of ten of the girls who 
received typewriters as gifts spe- 
cially asked for them, and about 


half picked the make or style. Al- 
most half (47 percent) received 
their typewriters for Christmas, 
but birthdays (18.8 percent) and 
graduation (12.6 percent) were 
also frequently named as gift oc- 
casions. 

Of the girls who plan to buy a 
typewriter in the next 12 months, 
85.9 percent would purchase a 
portable model, while 12.5 percent 
would choose a standard type- 
writer. 
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‘Like a Fisherman 





With a New Lure... 


The man who bought the model store at the 
Chicago stationers’ convention a year ago 


reports what it has done for his business 


| t was just what I wanted. So 

I bought it and spent the rest 

of my time at the convention 
much like a fisherman with a new 
lure—I couldn’t wait to get back 





Bin for ball pen cartridges and swinging panels to display pencils, 
forms and envelopes are other features which share credit for in- 
creasing traffic and sales. 
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home and put it to work in my re- 
modeled store.” 

These are the words of W. F. 
Thomas, owner of Findlay Print- 
ing and Supply Co., Findlay, Ohio, 





Slide-out shelf (center) for cust 


in telling how he purchased a 
“model store” just 90 minutes after 
it opened at the 1959 convention 
of the National Stationery and 
Office Equipment Assn. 














A lobby-type, bull-pen checkout counter is used in the Findlay store. 


Background shows adjustable shelves in book department. 
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convenience while inspecting 
merchandise and showcase base drawers (lower right) to speed 
shelf stocking are among features of remodeled Findlay store. 
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In a sequel to that purchase, 
Mr. Thomas now reports his sales 

volume is up, his overhead ratio 

has been reduced, and he is dis- 

playing more merchandise. In ad- 

dition, his remodeled store is 

simple to keep well stocked, is 

easily inventoried and it creates 

a relaxed, enjoyable atmosphere 

that invites sales. 

Both in-store traffic and the 
amount of merchandise purchased 
by customers has increased since 
the model store was modified to 
suit this Ohio stationer’s operation. 

When he went to that Chicago 
convention eager for ideas, Mr. 
Thomas had been busy looking at 
other remodeled office supply 
stores and comparing various types 
of store fixtures with a view to 
remodeling his own store. When 
he entered the model store as one 
of its first visitors, his search was 
over. 

“I was immediately impressed 
with the attractive over-all ap- 
pearance of the store and the flexi- 
bility of the display fixtures,” Mr. 
Thomas reports. “The new ideas 
I had hoped to find were every- 
where —the machine island, the 
gift department, the sliding shelf 
blotter case, a drawing board unit 
with honeycomb bins, storage 
drawers in island units, customer 
convenience pull-out shelves on 
wall runs and many other inno- 
vations.” 

Shipped directly from the con- 
vention, the fixtures were soon re- 
positioned in the Findlay store. 
Some layout changes were neces- 
sary because of the floor plan and 
because aisles at the convention 
were extraordinarly wide to ac- 
commodate thousands of visitors. 

Mr. Thomas’ remodeled store 
has walls papered in a distinctive 
block print, a ceiling painted in 
buff and grey carpeting to go with 
the aqua and charcoal grey wall 
runs and the ceramic gold and 
charcoal island units. 

The Findlay Printing and Sup- 
ply Co. was founded in 1888 as 
a stationery store and _ printing 
plant by the father of the present 
owner, W. F. Thomas, who joined 
the firm in 1919. In 1926 the 
business was consolidated with the 
local newspaper’s job printing de- 
partment and subsequently incor- 
porated. 
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It is easier to form a habit than to break one. For this 
reason, stationers should get better acquainted with 
the country’s millions of office trainees during formative 
school years 


Future Office Workers -- 
An Easy-to-Reach Market 


By Candace Ely 


Executive Vice President 
Foundation for Business Education 
















i there are 13 mil- 
lion students enrolled 
in the public and private 
high schools in the United 
States. More than half of 
these 13 million young 
people are studying busi- 
ness education. Several 
million graduate each year 
and get jobs as secretaries, 
stenographers, typists and 
just general clerks and of- 
fice workers. 

Now, this group, there- 
fore, comprises almost the 
whole of your future busi- 
ness and can be a_ sub- 
stantial part of your present business. Millions of 
dollars are spent each year on supplies by these 
young adults while they are still in school. They 
buy and consume enormous quantities of pencils and 
pens, erasers, notebooks, paper, binders, portable 
typewriters. 

The majority of these young people get their first 
jobs in a small office. We all konw that the routine 
buyer in a small office is very often the secretary 
or typist-clerk, and that she buys within reason any- 
thing she wants, anywhere that she wants to buy it. 

You may agree with me that too much of this 
small office, high-profit, list-price business is now 
going to variety stores. How can you stop this trend 
and return this business where it rightly belongs — 
to the commercial stationer? You can teach these 
young office trainees why and how your services are 
valuable to them. 

You can form and influence their thinking and 
their present and future buying habits. They, in 
turn, influence for you their parents, their friends 
and younger brothers and sisters. 

Now, how can you, the stationer, reach these 
young office trainees effectively and economically? 
What can you do? 





The school system in your local trading area 
may have two, five, eight or maybe more public and 
private high schools, depending upon the size of 
your community. Visit all of these schools in your 





area, Find out the name of the head of the De- 
partment of Business Education in each school. Call 
on these teachers and offer any help you can give. 
Invite the business teacher to bring her class to your 
store on a field trip. Try to talk to the business 
classes. Tell them something of the more than 
10,000 items you stock as a part of your service, 
of your specialized “know-how.” Tell them that 
when they go out on their first job they may need 
your help with a filing problem, with duplicating, with 
‘varbon paper, etc. You are always ready, always 
willing, and always able to help them. 

Many teen-agers are brash, but they are also shy. 
Get to know them and they will get to know you, 
will be loyal to you. These young people, right now, 
have billions of free dollars to spend each year. Help 
them to form the habit of buying from you. They 
will continue to buy from you on the job. 

Industry has had a greater scope and opportunity 
than you, the dealer, in reaching and influencing this 
vital market. There are four reasons why industry 
is particularly interested in teen-agers: 

First, for their own present purchasing power, 
which is vast. 

Second, for the role they play in influencing 
family living and spending. 

Third, for their rich potential as an adult market. 

Fourth, because humane, eye-to-the future busi- 
ness leaders want to see our youth healthy, well- 
educated and able to take a useful place in society 
as workers, citizens and family providers. 

Industry is in the enviable position of being able 
to teach these millions of office trainees the specific 
uses and merits of their products and form brand 
loyalty and preference. We all know that it is easier 
to form a habit than to break one. You can make 
a first product impression with this upper teen-age 
group for a relatively low cost. 

How does industry reach these young office 
trainees to teach them? It is simple and easy and 
inexpensive. Teachers of business education need and 
want and use supplementary material to aid them 
in developing the skilled subjects: shorthand, typing 
and allied business subjects such as bookkeeping, 
filing, proof reading, office machines and general 
business subjects. These supplementary materials 
are referred to as “teaching aids.” Teachers and 
students alike welcome these teaching materials from 
industry for many reasons. Textbooks necessarily 
contain make-believe material about make-believe 
products of make-believe companies. This is neces- 
sary and desirable for some training purposes in busi- 
ness education. Real material about real products 
of real companies is also necessary and desirable for 
training purposes in business education. 

From our own research at the Foundation for 
Business Education we know that teachers of busi- 
ness education welcome and are deeply grateful 
for these real business teaching materials. Even 
more important is the student re-action. They pre- 
fer the real business materials to any of their regular 
textbook material. Both students and teachers feel 
that industry in supplying these teaching aids is 
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making a very great contribution to education. The 
students are especially grateful for your interest in 
them. The teachers feel it is their duty to give these 
young trainees as great a variety of knowledge and 
vocabulary as possible of specific businesses and 
their products and how and when and why and 
where to use these products or services. Such knowl- 
edge will make the daily work of these young people 
easier and more efficient. 

Some of you are harvesting the rich values of 
this market now. One blank book manufacturer of- 
fers a unique bulletin board poster entitled “Book- 
keeping Procedure Visualized.” It clarifies the entire 
bookkeeping procedure and shows the appropriate 
type of ruled or printed forms used for making the 
proper records. In many schools this poster is left 
on the bulletin board of the entire year because of 
its value as a teaching aid. Other teaching aids by 
the same company consist of sales promotion for the 
stenographer’s notebook with the 500 most com- 
monly misspelled words on the cover. 

Similiar classroom materials are provided by man- 
ufacturers of pens, erasers and various business ma- 
chines. These companies are benefiting greatly in 
increased sales and good will. 

There is much still to be done. Your industry 
has only scratched the surface. These millions of 
soon-to-be office workers need to know why it is 
helpful to them in their work and a money saver 
to their employer to have, for instance, a tape dis- 
penser on every office desk, a stapler on every desk, 
the need for the right weight of fresh carbon paper 
for a specific job, the right kind of filing supplies. 

Your own Association, NSOEA, is supplying 
teachers of business education with an execellent 
poster entitled, “Your Friend, The Commercial Sta- 
tioner.” This bulletin-board poster was designed to 
teach these millions of office trainees what he does 
and how he can help on the job. You need more 
than this poster, you need additional teaching aids. 

These teaching aids should be designed to overlap 
and interlock in the curriculum to give you, the local 
stationer, intensive maximum coverage. Such addi- 
tional teaching aids will give reinforcement to the 
achievement of your goal: the purchase by these 
millions of young people of immediate and future 
supplies and equipment from you, their friend, the 
commercial stationer. 





NOTE: These suggestions for getting informa- 
tion on the stationery and office equipment industry 
to office workers of the future were part of “The 
Woman’s Point of View,” presented in a panel ses- 
sion at the 1960 convention of the National Sta- 
tionery and Office Equipment Assn. in Chicago. 
Summarized here are the comments of one panel 
member, Candace Ely, executive vice president of 
the Foundation for Business Education, whose work 
involves providing students with educational sales 
material and teaching aids which familiarize them 
with the vocabulary and products of the business 
world. | 
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Pacific sailfish and 
shark were caught by 
Mr. and Mrs. Roy 
Holt during Mexico 
trip awarded Mr. Holt 
by Smead Mfg. Co. 
for the prize-winning 
window he put to- 
gether at A & E Sup- 
lues of ply Co., Duluth, Minn. 
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ne the Fred G. Sengbusch, center, president of Sengbusch Self-Closing Ink- 
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Harry Roth, right, general manager, and Ray Keeve, merchandising 
: manager of the Reynolds Metals Co., Decorative Foil Division, Los 
aids. Angeles, examine their certificate of award as winners in the com- 
verlap ; REGISTERS AND plete campaign category of annual competition sponsored by the 
e local gina Advertising Assn. of the West. It was the inaugural campaign for 
| i a EF Reynolds decorative foil gift wrap. 
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Ed Whittemore, left of Wilson Jones, congratulates Denny Eades, a 
salesman for Hurst Printing Co., Lexington, Ky., who won first place 
sales and cash award in Wilson Jones sales contest by selling more auto- 








graphic register forms than any other stationery salesman in the 
country. Other winners were Bob Lowe, Joseph F. Yates Co., New Paul H. Adair, left, president, Western Manufacturing Co., presents 
Haven, Conn.; Julie Gass, J. H. Gass Specialty Co., Bangor, Me.; gold watch to Scott H. Waters of Portland, Ore., the company’s 
Curtis McCollom, Whitings, Warner Robins, Ga.; and Bud Fisher, Northwest representative, for the best sales performance of 1960 
Plimptons, Hartford, Conn. at annual President’s Award Banquet. 


them 
siness 


——————— 
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Lead Pencil Manufacturers 
Elect Thal President 

Rolf J. Thal, vice president of the Eagle 
Pencil Co., was elected president of the 
Lead Pencil Manufacturers Assn. at the 
group’s annual con- 
vention in White 
Sulphur Springs, 
W. Va. He suc- 
ceeds Frank G. At- 
kinson of Joseph 
Dixon Crucible Co 

Harold Hassen- 
feld of Empire Pen- 


cil Co. was elected 





vice president and 

Thal William E. Danje- 
zek of L. & C. Hardtmuth was elected 
secretary-treasurer. Named to serve as 
board members were A. H. Best, W. C. 
Rucker, Newell A. Augur, Louis M. 
Brown, Richard Lewisohn, Jr., and Frank 
G. Atkinson. 


Greeting Card Association 
Elects Directors for 1961 

Eleven persons were elected to the 1961 
board of directors at the annual fall 
meeting of The Greeting Card Assn. at 
the Hotel Plaza in New York City in 
October. 

They are James M. Day, United Printers 
& Publishers; Tom Doran, Thomas Doran 
Co.; Milton K. Harrington, Chapel Art 
Studios; Sam Jamme, Wallace Brown, Inc.; 
Mac Kramer, Mission Card Co.; Orin Loo, 
Looart Press, Inc.; Arthur Markoff, The 
Paramount Line; Miss Rachel Obershaw, 
Norcross, Inc.; Alvan Sommerfield, Haw- 
thorne Sommerfield, Inc.; Fred J. Wag- 
ner, Gibson Greeting Cards, Inc.; James 
Werblow, Polygraphic Co. of America, 
Inc. 

Four new regular members of the group 
are Card Masters and R. E. Senna En- 
graving Co., New York: Red Starline 
Card Co., Los Angeles; and Nile Running 
Studio, Claremont, Calif. A new asso- 
ciate member is Gilmore Envelope Corp. 


Gelder, Chapman Form 
New Furniture Firm 

Sidney Gelder and Saul Chapman, for- 
merly of the Cole Steel Equipment Co., 
have announced formation of the Solid 
Industries Corp. to produce a line of 
file cabinets, steel shelving, lockers, stor- 
age cabinets and related steel equipment, 
with a host of other things to follow 

The new company has general offices 
and showrooms at 221 West 17th St., New 
York 11, N.Y. Dealers have been invited 
to call or write for a new catalog. “Our 
warehouse is well stocked,” the company 
says, “and we can ship at once.” 

Mr. Gelder and Mr. Chapman bring to 
the business a total of 53 years experience 
in the steel office equipment industry. 
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People and Events 


PRESSTIME NEWS 


Krushchev’s visit and the rise in world tension exerted a pronounced effect 
on early buyers of Christmas cards this year. “Based on thousands of individ- 
ual orders, four of our top six leading sellers feature a Peace on Earth theme,” 
says M. K. Harrincton, president, Chapel Art Studios. He reports all re- 
ligious numbers in his 275-card line selling in increased quantities. Early Christ- 
mas buying was reported slightly behind last year, which is normal for election 
years, but the industry expected record sales after the election. 

* 


* * * 


International Business Machines Corp. is reportedly entering the dictation 
equipment industry with three machines that are to be available soon. They 
will be sold by IBM typewriter salesmen. 

+ . * * 

The 25th anniversary of the founding of the pressure-sensitive label indus- 
try was commemorated recently at a celebration by key personnel of Avery 
Adhesive Products, Inc. Messages from world and national figures were re- 
ceived, congratulating R. Sranton Avery for his role in founding the industry 
Operations of Avery Label Co., pioneer maker of pressure-sensitive labels, be- 
gan in a 100 square foot left in Monrovia, Calif., during 1935. The company 
now has three domestic plants and 11 facilities overseas. 

* _ * * 

Par Parrerson, Fifth District correspondent, reports: Macauley’s of De- 
troit is opening a sixth store, 2 self-serve operation in the Wondcrland Shop- 
ping Center . .. THor and Austin Marsu of Ypsilanti, Mich., have purchased 
Reynolds Office Supply, An Arbor ... LaVerne Office Equipment Co., Kala- 
mazoo, Mich., has opened a new store at 4001 Portage St. 

* * * 

Dovcias Waters of National Typewriter, Inc., Toronto, has been elected 
president of the Canadian Office Machine Dealers Assn. at the annual COMDA 
meeting in Montreal. Other officers are H. Buake, chairman of the board; T. 
CostaIn, first vice president; P. Maac, second vice president; Jim Piszeu, sec- 
retary: and T. Hacrartnh, treasurer. 

New officers of the American Office Supply Exporters Assn. include Don 
Assate of Oxford Filing Supply Co., president; Georce R. Smitu, Easterbrook 
Pen Co., vice president; Tracy Hiceins, Higgins Ink Co., treasurer; and Gor- 
poN N. Sremnmetz, Sanford Ink Co., executive secretary. 

* * 7 * 

Joyce C. Haz, president of the world’s largest greeting card compainy 
got an appreciale “greeting” himself from 600 businessmen of the Kansas City 
area Oct. 26 on the 50th anniversary of the company (Hallmark Cards, Inc.) 
he founded with $3,500 in 1910. 

Davin Kaye, managing director of England’s Kaye-Gibson Ltd., largest 
greeting card maker outside of the United States, was in America for a bi- 
annual visit at the end of October. The independently owned British company 
manufactures 100 million cards annually, representing 14 percent of the total 
value of greeting cards in Great Britain. The 11-year-old firm pioneered the 
greeting card stock control system for retailers. It has links with some of the 
major American producers and has introduced the British to such things as 
Mother’s Day and studio cards. A recent feature in the London Star gives 
Mr. Kaye much of the credit for a 300 percent gain by the British card industry 
since 1950. 

* * * * 

Industry deaths: Lreonarp B. Wicox, president of Roberts Printing & 
Stationery Co., Hutchinson, Kansas, died Oct. 17, less than three weeks after 
being appointed an honorary member of the National Stationery & Office Equip- 
ment Assn. He had served two terms as NSOEA president, in 1954-55 and 
again in 1956-57 . . . Jonn (C. Vaucut, Western Kentucky sales representative 
and 14-year employee of Standard Office Furniture & Supplies, Louisville, died 
of a heart attack Oct. 24 ...G. A. Ruoapes, retired treasurer of W. F. 
Murphy's Sons Co. and a 50-year veteran of ihe stationery industry died in 
October at his Philadelphia home. He was 78 . . . Reyburn Manufacturing 
Co. has announced the death of Jacques M. Jotiy, 30-year representative for 
the company in Eastern Pennsylvania. 
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New high style 
Remington STANDARD 
with built-in sales appeal! 





beautiful from every angle... 


engineered for new ease of operation and endurance 


Here’s the sales appeal you’ve been seeking! The 
rugged, reliable Remington Standard with a mod- 
ern, streamlined look to match today’s most beau- 
tiful contemporary offices. 


And talk about construction: The new jewelled 
precision of the new Remington Standard Fold-a- 
matic design results in a wonderful responsiveness 
never before possible! 


Other important exclusives such as automatic cen- 
tering, stronger-than-steel cycolac cover, instant 
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visible margins, non-touch key release — make the 
beautiful, new Remington Standard the hottest 
typewriter in the business today. 


It’s still not too late to get an Agent-Dealer fran- 
chise for this exciting profit maker! Contact your 
Remington Rand Branch Manager or write: 


Memington Frand 
DIVISION OF SPERRY RAND CORPORATION 
Room 2190, 315 Park Avenue South, New York 15, N. Y. 


- - - for more details circle 140 on last page 
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Dealer Salesmen Attend 
Oxford Training School 
In spite of Hurricane Donna last fall, some 18 dealer repre- 
sentatives from nine states gathered in September for a special 
— of Oxford’s Dealer Salesman Training School at Garden 
City, Long Island 
Those attending included Gerald B. Meyer, Standard Office 
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Bill Beyer, veteran Oxford salesman, addresses dealer representatives 
at special session of training school. 


Supply Co., Syracuse; Glenn Case, Perry’s Office Supply, Syra- 
cuse; Jack Harris, Macke-Williamson Stationery, Rochester, N.Y.; 
Ray Le Mon, O’Neill’s Distributors Bergenfield, N.J.; Herbert 
Poh and Jules Apter, Standard Stationery, Newark; Lawrence 
Berger, Gerrert’s, Somerville, NJ..; Tom Albano, Service Sta- 
tioners, Clifton, N.J.; Al Satmary, Commercial Office Supply, 
Philadelphia; Martin Lush, Louis D. Mann, Norristown, Pa.; 
George Friedel and Al Winship, Koch Office Supply, Baltimore; 
James Shelar, Lloyd Cox Co., Daytona Beach, Fla.; Hane Sted- 
man, John Harland Co., Atlanta; Ciro Formicola, L. T. Ogden 
and Lloyd Ogden of Ogden Bros., Philadelphia. 


New Color Film Tells 
Story of Lead Pencil 

A new 16mm color and sound film to educate the public on 
the manufacturing of pencils is entitled “The Story of Eberhard 
Faber.” 

It shows how a pencil starts as many rough commodities in 
the firm’s warehouse and is turned into a finished product. Ac- 
tually filmed at the plant in Wilkes-Barre, Pa., the 13'4-minute 
presentation will be televised during the next 12 months in ap- 
proximately 30 major cities across the nation. 

Dealers will be notified when the film comes to their area 
and will be offered tie-in advertising mats. For dealers outside the 
areas to be covered by television, “private” showings can be 
set up for dealer sales meetnigs. 


5 Dealers Win Rifles 

Five dealers won “Nylon 66” Remington 22-calibre rifles in daily 
drawings held by The H-O-N Co. at the Chicago NSOEA show to 
call attention to the nylon used in file and desk drawer rollers. 
Winners were W. N. Borneman. Brooks Co., Cleveland; Hobart 
Crosby, Office Equipment Co., Michigan City. Ind.; Herbert L. 
Farkas, H. L. Farkas Co., Newark; Clyde Powell, Midwest Office 
Supply Co., Salt Lake City; and J. N. Rosolio, Rosolio Office 
Equipment Co., Thomasville, Ga. 


Dealers Awarded Radios 

Five dealers at the recent NSOEA show in Chicago were 
picked to receive transistor radios as winners of the Lit-Ning 
Products Co. sweepstakes: M. E. Marple, The Laurence Co., 
Philadelphia; Robert Kauss, Aetna Office Furniture, Jacksonville; 
J. Austin Sobseak, Alpena Printing Studio, Inc., Alpena, Mich.; 
The Leslie Schuldt Co., St. Paul; and Mrs. P. Kappas, Madison 
Stationery & Office Supply, Covington, Ky. 
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money FAST 


PLETE REGNA LINE 
egisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 













Write today for informative literature. 





Move fast 
it’s profitable! 





It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 


JOELI fire-proof p88 eee 








in| 
4 re 
safes of unusually } REGNA CASH REGISTERS, INC. - 
unique design, are 1! 175 Fifth Avenue, New York 10,N. Y. i 
covering the globe } G..tlemen: i 
with tremendous y ~~" : 
sales success. Several 1! Please rush more information on the 4 
sizes and models complete Line of REGNA Cash Registers, 4 
available. y REGNA Adding Machines, JOELI Fire-proof _—# 
1. Safes, and outline advantages of becoming an i 
H independent REGNA-JOELI Dealer. : 
: ja eee sd ! 
In Canada: Regna Cash Registers of Canada, Ltd. : no rsa pccickscasSncicesaahousgion ieadgacocenteeeeeaea : 
704 Notre Dame St. W., Montreal, Que. : Ne a nd : 
OUTSIDE CONTINENTAL U. S.: Seis 6c. TTT Cr: t 
Jorgen S. Lien, Box 522, Bergen, Norway ST 
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New Officers Elected 

By Handwriting Foundation 
Wilbur Olson, patent 

W. A. Shaeffer Pen Co., 

president of the 

replacing Albert G. Frost, 

brook board chairman 


former 
who has retired 


counsel of the 
has been elected 
Handwriting Foundation, 


Ester- 


tain Pen and Mechanical Pencil Manu- 
facturers’ Assn. lists 276 companies who 
are in the business of making mecham- 


instruments of all 
well as parts, 


cal writing 
leads, 
ponents 

Copies of the 35-page 
to the 


Association at 


available 
from the 


rectory are 
for $2.50, 


kinds as 


inks and other com- 


mimeographed di- 
general public 


1426 


St 


new 


Chic ago 


George Bartol III of C. Howard Hunt G Street N.W., Washington 5, D.C 
Pen Co., has been elected vice president 
of the Foundation and Charles K. Love- 
joy of Scripto continues as the group's Map Winned Named 
secretary-treasurer. W. Ruedy of S. G. Adams Co., 
Louis, has been named winner of a 
New Directory Out Colorprint Map of Story Land given away 
A new edition of the loose-leaf Manu- by American Map Co. at the 
facturers Directory put out by the Foun NSOEA show. The prize map 


THE 

SHARPEST 
STORES. 

DEPEND | 


to boost their 
SALES VOLUME! 


was hand 








The Apsco “DANDY” 








The ATLAS, the exclusive all-steel, single- 
bearing model in the Apsco line, is fast 
becoming one of the most popular pencil 
sharpeners specified for general office use. 
Single sales as well as contract sales are 
pushing the ATLAS sales volume to a new 
high. Typical of all Apsco products, this 
model is a high-quality sharpener, yet is 
priced economically to sell. Features in- 


clude a positive point stop, nylon dial selec- 
tor, heavy-gauge, welded all-steel frame, 
and long-life replaceable cutterhead. Get 
in on the profit leader—feature the ATLAS 
in your store! 


Specify Apsco products for 
YOUR store — there are 
none better! 

Write for complete Apsco 
catalog, free on request. 


APSCO PRODUCTS, INC. 


P.O. Box 840, Beverly Hills, California 
Dept. 22-12 
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mounted on board, with edges taped, 


eye- 
lets attached and surface lacquered 


Attendance of 7,337 
Sets New High for 
Eastern Commercial Show 

Close to 4.000 dealer personnel and a 
total of 7.337 persons attended the fourth 
annual Eastern Commercial 
in October as the New 
chalked up its third 
gain. 


There 


Stationery 
York event 
attendance 


Show 
straight 
were some signs that registration 
was leveling off after spectacular annual 
jumps from 3,000 to 5,000 to 7,000. The 
7,337 total figure this fall, 
Sophia K. Ehrlich, the 
secretary, included 3,910 dealer personnel, 
2,260 exhibitor personnel, and 1,167 author- 
ized visitors. The net gain in attendance 
over the previous year was 218. 
“Out-of-town attendance 
up a little over last year,” 
retary “and the total ‘feeling’ is that 
holds its own very well, with 
attendance generally slightly higher.” Ex- 
hibiting manufacturers termed the 
Approximately 250 man- 
ufacturers took part in the exhibit, spon- 
sored jointly by the Stationers Association 
of New York and the Metropolitan Trav- 
elers Club. 
General 


according to 


show’s executive 


seemed to be 
the show sec- 
said, 
the show 


show 


a great success. 


co-chairmen of the 1960 event 





Sophia K. Ehrlich, right, executive secretary 
of the Eastern Commercial Stationery Show, 
hands winning entry in “Win a Mink" draw- 
ing to Robert Shearman of MODERN STA- 
TIONER’s New York office. The name on the 
slip was that of Mrs. Harriett Zuckerman, 
wife of a salesman for Golden Equipment 
Co., New York City. 


Mannie 
binder Co., 


were Klein of the Klein-Heim- 
New York, and Emil Con- 
treras of The Joseph Dixon Co. 

The “Win A Mink” drawing conducted 


at the show by MODERN STATIONER 


was won by Mrs. Harriet Zuckerman of 
Jackson Heights, Long Island, whose hus- 


band, Stanley Zuckerman, is a salesman 
for Golden Equipment Co. in Manhattan. 
The drawing was held at the New York 
Trade Show Building on Tuesday, Oct. 18 
near the close of the four-day exhibit. 
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BINDS BEST. 


ACCOGRIP / .cco euncu een nee | COSTS LESS 


pyr 





...the biggest 
ad campaign in 
mm @€§=6=—6 Acco’s 60 years 
of leadership 
is making 
Acco items 
the fastest-moving 
profit line on 
your shelves. 


ACCO 


ACCO PRODUCTS / A DIVISION OF 
NATSER CORPORATION—OGDENSBURG, N.Y. 
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Manufacturers Announce 
Promotions, New Personnel 

Bart Hoag, former Midwest sales man- 
ager, has been named national field sales 
manager for Scripto. William F. Latz has 
been named vice president in charge of 
planning, advertising and promotion. 

The dictating equipment division of 
North American Philips Co. has appointed 
Richard Barker eastern regional manager 
and C. F. Talsma central regional man- 
ager. 

Sterling J. Hiles has been named director 
of marketing and Leroy C. Shoup has been 
promoted to the newly created post of na- 
tional accounts sales manager for the 
Remington Portable Typewriter Division 
of Sperry Rand Corp. Robert D. Brown, 
vice president and general manager of the 
company’s Systems Division, has been 
named to the same capacity in the Office 
Machines Division. Francis V. Bergren, 
formerly director of marketing for the 
Systems Division has been promoted to vice 
president and general manager of that 
division. 

John F. Emhardt has been named ex- 
ecutive director, Columbia products, by 
Standard Pressed Steel Co. 

Lindy Pen Co. has named James Wisner 
national field sales manager and Edward 
Glesser general merchandising manager. 
Cecil Zimmerman has joined the Lindy 
Sales Co. as hiring and training supervisor. 

John M. Wilson, formerly  Bostitch 
branch manager in Michigan, has been 
named sales manager by James M. Nestor, 


general sales manager. 

Seal-O-Matic Dispenser Corp. and its af- 
filiate, Flash Mfg. Co., have appointed 
Leonard Gruber as marketing director. 

Paul Diette has been appointed sales 
representative in the Boston area for Knoll 
Associates, Inc. 

Richard T. Parks has been elected vice 
president and general manager of Steno- 
cord of America, Inc. 

New representatives for the office ac- 
cessories division of Peter Pepper Products, 
Inc., include Clinton Cooper, Kansas City, 
Mo.; Philo Leonard, Hillsborough, Calif.; 
Mel Liss, Skokie, Ill.; E. S. Stewart, Dallas; 
and Howard Draper, St. Clair Shores, 
Mich. 

Lyon Metal Products, Inc., has appoint- 
ed A. W. Piggot assistant manager of new 
product research and contract sales under 
H. G. Knuth. 

Bernard W. Maxwell has been appointed 
assistant sales manager for Smith-Corona 
photocopy products. Other sales people 
introducing the Vivicopy line include 
Frank H. Churchill, Jr., Houston; Thomas 
N. Leeper, Milwaukee; Lowell D. Fox, 
Miami; and Joseph Canny, Syracuse, N.Y. 

Gilbert Naumann is a newly named 
sales representative in central California 
for Binney & Smith, Inc. 

Harry Armitt who covers New Jersey 
for Oxford Filing Supply Co. recently re- 
ceived an award as the company’s “Senior 
Salesman of the Year.” He has been with 
Oxford 34 years. Oxford has appointed 
William C. Fauth eastern regional sales 
manager; Clarence Glowacki, manager of 
a new branch plant at Augusta, Ga.; and 
\. Litchard Dickinson, systems service spe- 


cialist in the Chicago area. 

Raymond McCann has joined Consoli- 
dated Business Systems, Inc., as vice presi- 
dent and manager in charge of sales and 
development for New York and New 
England. 

James H. McGraw III has been elected 
president and John C. Quinn, Jr., executive 
vice president of Old Town Corp. 

Ed Roth of Chicago is a new representa- 
tive for the Maison Gourmet line of office 
accessories in Illinois and Michigan. 

Arthur J. Strauss, district manager in 
charge of sales for Jens Risom Design in 
the Southeastern states, has been appointed 
interim chairman of the advisory board of 
the new Atlanta Decorative Arts Center. 

Richard L. Selby, Imperial Desk Co. 
representative in the East North Central 
states has been awarded a tropical vacation 
for two as the company’s outstanding 
salesman in the past year. 

Douglas A. Torrance has been named 
sales and service representative for Copy- 
mation, Inc., in southern California and 
southern Nevada. 

Jerome Sacks is branch manager and 
Paul VY. Scuderi is sales manager of a 
newly opened Eastern branch office of 
Triangle Business Machines, Los Angeles 
maker of photocopy equipment. The 
branch is at 324 E. 39th St., New York 
16, N.Y. 


Acquisitions, Expansions 
Announced by Suppliers 

Markwell Mfg. Co., producer of staplers 
and shipping room tools, has moved its 
sales headquarters to new and _ larger 


(Continued on page 34) 


This easy optical quality test makes the 
BIG DIFFERENCE in Reader & Magnifier sales! 


Try it... then demonstrate it / 
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Place a low-priced reader or magnifier on a white 
pad of paper. Put a Bausch & Lomb Reader or 


Magnifier next to it. Or hold them both sideways 


in your hand against a white background. Look 
at the amazing difference in lenses...low-priced 
ones have a grayish-green color, cutting contrast 
and detail. B&L lenses are brilliant white! That’s 
the dramatic, easy-to-sell difference between poor- 
grade glass and optical ground-and-polished 
lenses by Bausch & Lomb. 


Your customers are looking for performance when 
they buy a reader or magnifier. Give it to them... 
and at the same time give yourself the extra 
profits you make by selling optical quality backed 
by over a century of experienced craftsmanship. 
Show your next customer the superiority of the 
famous B & L name with these simple, selling tests. 
Bausch & Lomb Incorporated, Rochester, N. Y. 


BAUSCH & LOMB 





Makers of: Balomatic Projectors + CinemaScope Lenses - Ray-Ban Sun Glasses 
Binoculars » Microscopes + Quality Eyewear « Rifle Sights + Scientific Instruments 


--- for more details circle 112 on last page 


MODERN STATIONER, DECEMBER, 1960 














MOI 





nsoli- 
presi- 
- and 


N ew 


ected 
utive 


enta- 
office 


“rin 
jm in 
inted 
rd of 
iter. 

Co. 
ntral 
ation 
iding 


amed 
‘opy- 
and 


and 
of a 
e of 
geles 
The 


York 


plers 
1 its 


arger 


$ | 


hite 
r or 
vays 
ook 
iced 
rast 
lat’s 
oor- 


hed 


hen 


xtra 
ked 
hip. 

the 
ests. 


1960 











Stock up and talk up 
SALES TAGS...NOW! 


Year-End, Stock-Taking and January Sales 
are now in the planning stage. Every store in 
your area needs new Sale Price Tags. 


With Dennison Sales Tags in stock, you’ll get 
the lion’s share of this profitable business. 
Their unmatched quality and your fast deliv- 
ery make a sales story no smart merchandiser 
can resist. 


Check your stocks now and order ahead to 
cash in big on this peak selling period. 


Dennioow 
Helping you compete more effectively 
FRAMINGHAM, MASSACHUSETTS 





Sales offices in 
principal cities 
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A.W.Faber 


GRASERSTZIK, 


The original grey eraser point 
—always best for erasing. 





: 
2 
7 


ERASERSTIK towers over all other 
pencil-shaped erasers like 

Mt. Everest overshadows its 
surrounding foothills. Three 
“‘becauses” make the difference. 


1. EraserSrix is the first and 
original pencil-shaped eraser and 
nothing has ever equaled its quality 
—though many have tried. 


TIK CAUL SERVICE) u.s.a. 7099 


att 






2. ERasERSriK is a good-looking 
product—a slim, trim white- 
polished beauty. 











3. EraserSrik has been carrying 

on a love affair with Secretaries 

and Office Workers all over America. 
Many a girl went on to a better 

job with more money because she 

had the good sense to use ERASERSTIK. 





Why wander f; rtun 
mel ar afield in searc 

= 8 right here at your elbow re Hm. “" 
an your order pad. HAPpy PROFITS} 


A.W. FABER-CASTELL 


PENCIL CO., INC. NEWARK 3, N. J. 
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(Continued from page 32) 


offices at 424 West 33rd St., New York 
City. 

A. W. Faber-Castell Pencil Co., Newark, 
NJ., has acquired three companies which 
manufacture and distribute pencils and 
ball pens—Commonwealth Cedar Co., Inc., 
Cavalier Pencil Co. and Pen-Cil-Pen Co., 
all of Shelbyville, Tenn. The operating 
company in Tennessee will be known as 
' Commonwealth Pencil Co., and will be 
\| a wholly-owned subsidiary of A. W. Faber- 
Castell, a company that has been supply- 
ing pencils and erasers to the American 
market since 1843. 

Construction has begun on a new mil- 
lion and a half dollar, 140,000 square foot 
Smead Manufacturing Co. plant in Hast- 











push... 
snap... 
bind... 


FAST-ACTION 
BINDING KIT 





Two-hole 
kit (shown) 


$13.90 ings, Minn. The new one-story building 

ar will give the 55-year-old firm about twice 

For binding scrapbooks, photo as much space as in its present spread-out 
albums, records and papers of all facilities. 


Beckley-Cardy Co. has acquired School- 
co, a major school seating manufacturer, 
and Ken Ritchie, Schoolco sales manager, 
has joined Beckley-Cardy in its dealer 
division. 


types. So handy, so easy, so versatile 
. . . for home or office. Just insert 
pages and punch, then pick a colorful 
binding tube from the spin dial base, 





snap into place. In seconds you have a Acorn Sheet Metal Mfg. Co. is consoli- 
neat, orderly looking, colorful volume. dating all manufacturing facilities in a 
Other models available: | new building at 3750 N. Powell Ave., 


3-hole kit—$17.90 ; 4-hole kit—$29.95 


house the activities of Acorn Products Co., 


Write for free booklet MS a subsidiary marketing a line of 35 dif- 
ferent metal stationery products. 


(Limited Distributorships Available) | Richard Draper & Co. is tripling its 
TAUBER PLASTICS | showroom space at 16 East 52nd St. in 
200 Hudson St., N.Y.C., WO 6-3880 | | New York City to encompass an entire 


floor, in a move which coincides with 
- - - for more details circle 150 on last page | the concern’s appointment as_ exclusive 


| Franklin Park, Ill. The new plant will 











New York metropolitan area distributor 
for the Robert John Co. 

Textron, Inc., is entering the office 
copying and equipment field with the for- 
mation of Photek, Inc., which will have 
research, manufacturing and office facilities 
at Kingston, R. I. Photek will introduce 
a line of office copying equipment and 
materials, in both wet and dry processes, 
soon after Jan. 1, according to Rupert C. 
Thompson, Jr., chairman of Textron. 

Construction of a new plant at Nor- 
walk, Conn., to permit a 50 percent overall 
production increase has been announced by 
Howe Folding Furniture, Inc. 

Copymation, Inc., maker of whiteprint 
and photocopy equipment and _ supplies, 
has announced acquisition of HHH Leas- 
ing Corp., a move which gives its repre- 
sentatives and dealers an added sales tool 
by simplifying lease arrangements. 


Nord Changes Name 

Stockholders of Nord Photocopy & Busi- 
ness Equipment Corp. voted at their 
annual meeting recently to change the 
company’s name to Nord Photocopy & 
Electronics Corp. to reflect the expanded 
and more diversified nature of the busi- 
ness, 


Heads USO Division 

William Lindenberger, New York divi- 
sion manager of the National Blank Book 
Co., is serving as chairman of the Sta- 
tioners Division for a Greater New York 
USO fund-raising campaign. 








Top buy in “‘tongue-savers”’ 





STERLING DESK-TOP 


MOISTENER 


Priced to sell fast at just $2.00 (suggested retail) ... 
a value hard to beat at twice the price or more! 


@ Non-spill high-capacity reservoir 
Steel-weighted non-slip base 
@ Handsome high-impact plastic in 
assorted colors for office or home 
@ individually display-boxed 
Request complete stationery & school supply catalog. 


STERLING PLASTICS CoO. 


1140 COMMERCE AVENUE - UNION, NEW JERSEY 





Manufacturers of Stationery and School Supplies 
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(Continued from page 9) 


Memo Pad 15 

yg New in Park Sherman’s 4” by 
6” memo pad series is the Model 
1776 Brocade Pad, one of sev- 
eral newly added styles. The 
new pad features a cushioned 
brocade cover, delicately accented 
in gold, and is available in as- 
sorted colors and patterns. Cover 
trim and base are all metal with 
brass finish. Included is a me- 
/ , chanical dialer pencil held mag- 
netically in place on cover or base. The item comes pre-wrapped 
in cellophane for added neatness and protection. Price is $2.95. 
Park Sherman Ine. is a subsidiary of Ketcham & McDougall, Inc., 


Roseland, N.J. 





Larger Secretarial Chair 16 | 

Over 35 additional square 
inches of comfort is one of the 
features of a new Fine-Rest Alu- 
minum Secretarial Posture Chair 
by Globe-Wernicke. The chair 
was designed to meet the needs 
of secretaries, file clerks, and 
typists who prefer the comfort 
of a secretarial posture chair 
with a larger seat. It is avail- 





able in six different upholstery ra é 
materials and 55 decorator colors. ry 
Valentine 17 


A new Norcross Valentine for 
1961 is called The Shadow Box. 
It’s a greeting card that stands 
and is dimensional. Norcross 
has included a group of 12 Sha- 
dow Boxes in their 1961 Valen- 
tine line. The cards are over- 
size, mailable in an _ envelope, 
and range in subject matter 
from delicate, lacey pastels to 
the humorous, sad little monkey 
who sits inside the worry box 
saying ‘I won’t come out till you 
The new cards retail for $1 and are shipped 


say you're mine.” 
with a free display. 


Studio Card Rack 

A compact counter rack from 
Box Cards, Inc., will display 
eight different studio card de- 
signs and can be used to pro- 
mote Halloween, Christmas, Val- 
entine’s Day, Mother’s Day, Fa- 
ther’s Day and Everyday cards 
simply by interchanging the col- 
orful topper cards that are made 
available free of charge. The 
rack itself is free with the pur- 





chase of $25 or more of seasonal 
merchandise. A brochure show- 
ing 36 numbers in- a new Valen- 
tine line is available by writing | 
Box Cards, 526 N. LaCienega Blvd., Los Angeles, Calif. The 
company is also releasing 24 new Everyday designs each month. 





Musical Valentine 19 

Barker Greeting Card Co. an- 
nounces a new Valentine line 
which includes a $2 Music Box 
that plays “Let Me Call You 
Sweetheart” when you turn the 
handle. Other novelty cards in 
the line for $1 carry a variety of 
special attachments. 
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PIKE 
“BETTER MOISTENER” 


will sell faster than ever 


NOW the always popular, always fast-selling Pike “Bet- 
ter Moistener” has been color-restyled to fit every office 
decor—repriced to fit every office budget! 


The durable, sturdy STEEL cover your customers like so 
well now comes in bronze, satin silver, or jet black finish. 


Porcelain bases are finished in tan beige, office grey or 
black. Cast iron bases in wrinkle grey or wrinkle black. 


ALL COVERS INTERCHANGEABLE WITH ALL 
BASES-for striking duotone color combinations! 


The new Pike line retains all the features that have built 
repeat sales for 30 years in every type of office. Features 
like fast, clean moistening of envelopes, stamps, labels. 
Non-tip bases. Non-scratch feet. 3 inch adjustable brush. 
You can offer your customers all these time-proved 
advantages, PLUS “Better Moistener’s” beautiful new 
color styling, at these amazingly low new prices 







MODEL 3-C 
Cast Iron Base 


NOW ONLY $4.50 








MODEL 3-A 
Porcelain Base 


NOW ONLY $3.9 5 


Get the complete new Pike ‘Better Moistener” story 
today from your distributor or write — 


x 


PIKE 


E. W. PIKE & CO., INC. 


577 PENNA. AVENUE, ELIZABETH, N. J. Elizabeth 2-0630 


alelalthiclaatia-la meh i 


Pike “BETTER MOISTENER" for 30 years 
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Sell the world’s best buy in manual machines——the 


precision-built Adler Universal typewriter. It has all 


that “secretary appeal” which makes it easy to sell. 


Write : “addo-x inc”, 300 Park Ave, New York 22, NY 


Be Adler Universal <q 





--- for more details circle 104 on last page 


36 





NEW PRODUCTS . . . 2. © © we we wo @ 


Felt-tip Pen 20 
’ rs A new felt-tip Pen Marker, 
thin enough to be carried in the 
pocket, has been introduced by 
Flash Manufacturing Co. The 
Flashdry Pen Marker, similar in 
appearance to a thin pen or 
pencil, features a pocket clip and 
goldtone finish. The — special 
Flash ink will dry within seconds and will write on any surface 
—including metal. It is available in eight colors. Flashdry Pen 
Markers are leakproof and are list-priced at 79 cents each. They 
are packaged under a bubble on an individual card or sold from 
an eye-catching display stand holding two dozen pens. For free 
sample and additional information, contact Mr. L. Gruber, Flash 
Manufacturing Co., Inc., 169 Murray St., Newark 5 .N. J. 





Metal Office Furniture 21 

Art Metal, Inc., of New ; a "tT 
York, has introduced its new 
500 Group, a completely co- 
ordinated series of metal of- 
fice furniture, designed by the 
Knoll Planning Unit. The 
new line will include a full 
range of executive and secre- 
tarial desks, chairs, back bars 
and files. Items will be avail- 





able in a choice of seven different simulated-wood laminated plas- 
tic tops, four side colors and three distinctive metal finishes. This 
flexibility will permit entire offices to be equipped with the single 
furniture line, with each unit or group styled to harmonize with 
the immediate surrounds. 


Blister-Packed Marker 22 


WARES ALOT ao = 
ee. 


A new pre-priced blister card 
for their 79-cent large-size Marks- 
A-Lot has been announced by 
The Carter’s Ink Co. to guard 
against pilferage and keeps 
merchandise factory fresh. The 
new pack is punched to hang on 
wire display racks. Its full col- 
or card design includes a large 
“Advertised in Life” panel to tie 
in with Carter's national maga- 
zine advertising campaign, and 
highlights consumer benefits to 
spur impulse sales. Carter’s now 
blister-packs 30 different prod- 
ucts, and believes this makes them leader in their field. 





Phone Amplifier 23 

National Marine Corp., 1819 | . i 
Miami St., South Bend, Ind., has : 
made hands free telephoning 
available to everyone with the 
introduction of a new low cost 
telephone amplifier called Phonex. 
The unit is a fully transistorized, 
completely portable, precision 
electronic instrument that needs 





no installation and allows any one or group of people to use the 
phone while keeping their hands free for taking notes, looking 
up prices, consulting literature, etc. Available in black or ivory, 
it comes with transistor battery for $34.95. 


No Carbon Pegboard System 24 

A new one-write payroll system, Multi-Rite Comet, has been 
announced by C. E. Sheppard Co. Div., Yawman & Erbe Mfg. 
Co., Inc. The new system uses NCR papers to eliminate carhon 
sheets on the pegboard. One of the highlights of this system is 
the use of a multiple purpose stub for detail of payment, making 
the system practical for general accounts payable check writing, 
in addition to the primary payroll function. 
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INVITATION ACCEPTED! 


FLOWER WEDDING LINE 





o-be from coast to coast 
eing and buying 
dvertise 


Brides-t 
are ¢y 
the nationally 4 


FLOWER WEDDING LINE 


re tO 

-s. They love 
ides are careful § Mity first and fore- 
eye —but they want pa , advertising 
most. Regen 


aign is DY 
wee Wedding Line 


combination of quality 
pleting the sales. 


_Regencys Une” 
and economy is com 
right round the 

ade & Home, 
nset 


a rey Wed- 
i lower 

d for the po Regency 

Letter Wed- 
e 












1 50% discount 
You can ~a SURE of _— 
of every order, —s 

ower Wedaing 
. — panne plus beautiful 
“= window display 
today- They're both 
FREE! 


f 
Remember, you we 


with Regency: 
processing 


REGENCY THERMOGRAPHERS 


28 WEST 23RD STREET 225 WEST OHIO STREET 13212 SATICOY STREET 


NEW YORK, N. Y. CHICAGO, ILL. NO. HOLLYWOOD, CALIF. 
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Satisfy 
your 
customer’ 


addressing 
demands with 


VERSATILE 


Alien 





Spirit 
Process 
Addressers 





s 





MODEL 7O 
Prints from paper tapes pre- 
pared in a standard type- 
writer. A low cost system 

. . easy to install. 
NO PLATES « NO STENCILS ¢ NO INK 


Features ‘‘Automatic 
Drive” that moves mailing 
pieces into printing posi- 
tion. Names change auto- 
matically with each pull of 
the handle. 


Designed-to 


fit the job 
Gale! 


MAKE MORE 


PROHT 


For YOU! 


FOSER 
mAsTER oer 


HELPS ¥ 








RNIODEL 3S9 
Prints from paper address 
slips prepared in a stand- 
ard typewriter. 

NO PLATES * NO STENCILS «NO INK 


Easy list maintenance. Fea- 
tures “Automatic Drive” 
that moves mailing pieces 
into printing position. 
Automatic address card 
feed. Address slips fit into 
3-fold Holder Cards. Holder 
Cards are 3 x 5 and may 
also be used for record 
keeping. 


e Attractive Dealer Discounts 


Nationally Advertised in leading 
church, fraternal, office and business pub- 
lications. 


Dealer Aids — Direct mail pieces, 
statement stuffers, display cards and news- 
paper mats. 


FOR COMPLETE INFORMATION WRITE TO: 


/Wutln Aldi 


6500 MS WEST LAKE 


COMPANY 
STREET MINNEAPOLIS 26, MINNESOTA 
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SCHWAB Storage Chest [TP Sg ee wee 


| Slide Rule Display 25 


and Two Posting Trays | A new Pickett Slide Rule Con- 


The right 


in three colors to show six Pick- 
ett All-Metal Slide Rules plus 
leather cases for the 10-inch and 
6-inch sizes. The displayer is 
supported by a wire easel that 
folds up flat so the unit can be 
wall hung if desired. Hangers 
are spaced to suit peg-board. Ad- 
jacent each of the slide rules 
shown is a listing of the user- 
types. Behind each removeable 
slide rule is a “paragraph ferther describing the merits of the prod- 
uct. Accompanying the displayer is a complete collection of 
| sales aids. The displayer is pre-assembled so that retailers have 


| ’ SLIDE RULE vertible Displayer utilizes ma- 
ALL IN ONE COMPLETE UNIT for your future hogany finish masonite, processed 
Certified FIRE 


Protection 
1700° F 1 Hour 





No. 1300 Package Consists of: | only to position the slide rules when they set up. The promo- 
1 — No. 1313 FIREPROOF CHEST tion is sold as a “package” consisting of the displayer, the six all- 
i ” ; metal slide rules, two free Bonus slide rules and sales aids at $50 
with 1%” U. L. Approved Insulation 
2 — No. 5585 POSTING TRAYS dealer cost. Retail value of the slide rules is $88.40. 
for sheet size 5%” wide x 8” high. 
Capacity 2000 Sheets Per Tray 
2—Sets 25 Division Celluloid-Tabbed Index | | Portoble Key Punch 26 
Posting Trays and Index Guides shipped Rigginncsabiic ying Varitehy sb 
iin oun eueitieie eudkenn as announced by Varifab, Inc., 
inside P P ge. | High Falls, N. Y., permits “on- 


Simplified Credit System Available 


For complete information and prices, also other certified 
fireproof insulated office equipment, write or contact 


the-spot” processing of IBM 
cards. Designated as the Vari- 
Punch, the compact unit is 8” 


SAFE Co., Inc. long, 5” deep, 2” high and 


weighs 5 lbs. While punching 

IBM holes, it simultaneously prints on the card, in line with the 
LAFAYETTE, INDIANA | | punched holes, a number identifying the “tabulating value” of 
the hole. Vari-Punch, available in two production models, will 
- - - for more details circle 146 on last page | punch and print 40 columns (Model A) or 80 columns (Model B). 


NEW “1600 SERIES" PROVES AGAIN... 


YOU GETMORE WITH @@& a @ ec @& 
MORE CHAIR 
MORE SALES 
uahmeatl MORE SATISFIED CUSTOMERS 
MORE REPEAT SALES 
MORE PROFIT 


1600 SERIES 


ALUMINUM CHAIRS 


12 all-new beautiful aluminum chairs . . . engineered to give years 
of easy-chair comfort with only minor maintenance. Finger-tip 
adjustments, Exclusive “Turn O Matic” seat-height mechanism. 
Replaceable seat and back covers. You sell more when you sell 
Cramer because you're “backed with the best.” 


‘rite for complete details. 
5 POSTURE CHAIR CO., INC. 


625 Adams Street . Kansas City 5, Kansas 
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Introducing... 
THE COMPLETE 
| TOP PROFIT LINE* 


THIS IS 
FOR YOU! 








THE FABULOUS 
STREAMLINED 


Consul “COMET” 


The Most Complete QUALITY Lightweight 
Portable — in the Most Elegant “Slimmest”’ 
Carry Case — MOST COMPACT EVER! 
@ Full-size machine 
(with everything but a tab) 
@ Takes FULL size to #10 
Business Envelopes 
@ Beautiful decorator colors: 
Beige, Gray, Turquoise 
@ 2-YEAR PARTS WARRANTY BOND 


ADVERTISED IW Actual Retail YOUR 90 


7 F Wd3 $49.95 plus FET COST 
Consul 


DELUXE 
The Most Fully Complete 
Portable Deluxe with 
office machine features, 
automatic front-set tab, 
automatic margin setting, 
etc. 
1 Retail 
eoaee plus FET a +53° FET 


Actual Retail Your $42” Incl. 
$69.95 plus FET Cost FET 


xEY CLUSIVE @ NO Discount Competition 


@ EXCEPTIONAL Profit 
Write for full details! 


Margin 
ROBINCO NEW YORK Inc. 





Incl. FET 









CONSUL “SILENT” 


Portable 








@ Protected Franchises 
5 East 17th Street — New York 3, N. Y. ” 
Sse nesenmeeeee eee eeweweswese es @ 
RUSH coupon for full profit details and protected franchises 
information. 


a 

| 

a 

Y Address... 
aS 
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“BRIDGEPOINT” DIARY 


A FRIENDLY REMINDER .. . 





to check your playing card stock and other 
holiday merchandise. Now is the time to 
act quickly. Take my advice and order 
today! Seeya at the next Gift Show. Happy 
holiday selling! 

Mollie Freedman 


P. S. Did you know that 

““BRIDGEPOINT” has the largest selection of play- 
ing cards in the world on display in our showroom 
at 225 Fifth Ave. Room 606. Why not drop in to 
see these and other exclusive products on your 
next trip to New York. (And try a sample of our 
most delicious K.C. Fruit Cake.) 


Mollie. 





Postage-paid Reply Envelope. 
CUT OUT, FOLD & MAIL TODAY! 








Dear Mollie: 
Please RUSH items marked below as they are required for 9 
CHRISTMAS selling. » 


os. 


Signature of Buyer 


“BRIDGEPOINT" PLAYING CARDS 
vaiiasapinnssen dz. sets @ $16.00 (1 dz.) 


“*CONGRESS" PLAYING CARDS (latest designs) 
sist abana alee dz. sets @ $19.00 (1 dz. ia-sclbeteantijeash ego aee eae 


“*DURATONE" PLAYING CARDS (latest designs 
..dz. sets @ $17.00.. 


“A to Z" BRIDGE TABLE COVER 
Site “ty Sp perce eS 


i, 











BUSINESS REPLY MAIL 


First Class Permit No. 21517— New York, N.Y. 











Postage Will Be Paid By 
BRIDGEPOINT PLAYING CARD CO. 


225 Fifth Ave., Room 606 
New York 10, N. Y. 





POPE 
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THE 


UNUSUAL 


iS USUAL 
In Ed-U-Cards! 


No-carbon Sets 


| sized typing paper 


Required” paper. 


types his message, 





} 
| the original sheet 
i 





Grow Up with 


World's largest variety of children’s 
card games all in one display — 


now with 


\— o pp-MOVIE back 
= FLIP-M cks 
STILL ONLY 29¢ 


Ed-U-Cards Mfg. Corp. 






binder lines. 


13-05 44th Ave., ting Island ty £. Me 





- - - for more details circle 122 on last page | company says. 


NEW PRODUCTS 


A leading name in social stationery is 
returning to the commercial stationery field 
with a new product called “Keep-A-Copy.” rovia, Calif. It is a liquid pressure-sensitive 
It brings to the office and home standard- 
prepared as a_ two- 
page “form” making use of “No Carbon 
Businessmen, students, 
housewives, and virtually anyone wanting la. Improvements based on information 
to send a note, and yet retain a copy, no 
longer need to have at hand a ream of 
paper and carbon paper. With a set of 
“Keep-A-Copy” the user simply writes or 


sheet from the first, 


| Plastic Post Binder 
Card Games to | A new lightweight 

with a Cycolac durable plastic locking 
mechanism has been introduced by Wilson 
Jones Co. under the name “Cycolok.” Sub- A specially treated paper tor making 
stituting plastic in the place of steel in the 
tubing that houses the lock mechanism is 
said to mark “the first advance in post 
binders in 40 years.” 


post binder made 


It is lighter, rust 1, N.Y. 
and scratch-proof and resistant to heavy Copy, the system is said to eliminate the 
impact. Another plastic also has been 
adopted for use in two of the company’s 
Vinyl-guarded covers are 
stronger and will outwear by many times 
those made of conventional fabrics, the 


te ee Spray Adhesive 29 
A new convenience adhesive product i 
27 being introduced following a year-long test 


marketing by Avery Label Co., a division 
of Avery Adhesive Products, Inc., Mon 


adhesive packaged in aerosol cans called 
Spray-Grip. Avery is introducing Spray- 
Grip on a national scale in a brightly re- 
designed package with an improved formu- 


gathered during the tests make the prod 
uct the first of its kind to include faste: 
drying and adhering characteristics, a more 
effective valve with better spray pattern 


separates the second and smoother applications with bubbles 
and has a duplicate 
for his records. Priced at $1.50 per box of 


eliminated. Spray-Grip is described as 
faster to use than brush-applied adhesives, 


25 sets, the sheets are 814” by 11”, with and also cleaner and more convenient. 
white, the copy in Artists, teachers, decorators. model makers, 
pink. For details, write to White & Wyc- 
koff Mfg. Co., Holyoke, 


picture framers, upholsterers, designers and 
Mass. photographers, among others, praised the 
convenience of the five-inch-high can, re- 
28 porting it is easy to use, with elimination 

of mess and bother. 


Correction Paper 30 


corrections on typewritten material and 
carbon copies is offered by Eaton Carbon 
& Ribbon Corp., 170 Tillary St., Brooklyn 
Called Ko-Rec-Type and Ko-Rec- 


use of erasers. The coated paper is placed 
over the sheet to be corrected and the 
same mistake is typed over to blank out 
the first impression. Pockets containing 
132 square inches of the coated correction 
paper list for $1.19. 





wes! eA\/REPEAT SELLERS 


MULTIPLY YOUR PROFITS! 


self-adhesive 
FILE FOLDER 
LABELS -easier, 


faster, cleaner. 


CORRECTION 
TAPE - no fuss, 


muss, Stains or 
f 4 soiled hands 


Available in sheets or rolls 
1/6”, 2/6” and 5/6” widths 


Correcting a fluid duplicator 
master is so clean and easy with 
Avery self-adhesive Correction 
tape that one order follows 
another. The tape is applied over 
the error. Then the correction 
is $_ typed on the tape. 


ORDER TODAY! 


Avery F-line labels 
BUILD IMPULSE SALES! 
There are hundreds of 
: uses for these handy, 
convenient labels at home, store, office or 
factory—for price marking, coding, identifica- 
tion, addressing, and 1001 other uses. Bright 
new packaging —27 popular sizes and shapes 
— in easy-to-use sheet form. ORDER TODAY! 


AVERY LABEL COMPANY, Div. 116 

117 Liberty St., New York 6 © 608 S. Dearborn St., 
Chicago 5 ¢ 1616 S. California Ave., Monrovia, 
California ¢« Offices in Other Principal Cities 





10 colors plus white. 
8 labels per sheet 
with guide lines 


Once used, Avery Self-adhesive 
File Folder Labels are reordered 
regularly with no reselling! Cus- 
tomers like the way they go on 
at the touch of a finger — they'll 
never go back to messy, sticky 
moistening of old-fashioned labels. 

YOU'LL LIKE THE es 
REPEAT ORDERS! 





Anniversory | 
1935-1960 / y/ 


7 






Write for AVERY SALES 
data—or ORDER FROM 
YOUR WHOLESALER 
TODAY! 
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self-adhesive 





eee Yen ee yes eer meee 


» CHRISTMAS | 


and 


YEAR ‘ROUND | 






AAR 


Globes are always in Demand | 


e The style and beauty of Cram Quality Globes 
give them eye appeal for self selling. 


e Educational and Decorative. 
e Attractive displays make sales now aud later. 
e Dealer sales aids and displays available. 
e Send for new colorful Catalog No. 70. 


Globe and Map Publishers Since 1867 


coo. CR AM ce. w 


730 E. WASHINGTON ST. « INDIANAPOLIS, IND. ie 
---for more details circle 117 on last page 
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Ne ee ee ee pice 
Desk Set Line 31 


A new line of desk sets has 
been introduced with a wooden 
base of either hand-rubbed solid 
Pennsylvania Black Walnut or 
imported African Mahogany. Ap- 
proximately 20 styles are avail- 
able with combinations formed 
from your choice of accessories 
such as Shaeffer Snorkel pens, 
Florn clocks, thermometers, barometers, and calendars, Ritepoint 
ball-points, ash trays with Viking hand-made glass, and a host of 
other components including Zippo lighters. Organizational insig- 
nias are also available in addition to various sports trophies for 
awarding. Manufacturer says that all sets are unconditionally 
guaranteed against defective workmanship and accessory opera- 
tion. Retail prices range from $4.95 to $90 with shipment from 
stock. Additional information is available from the Haydon 
Co., 1441 Philadelphia St., Indiana 75, Pa. 





Templote Set 

A professional quality ellipse 
series is new in the line of Timely 
draftsmen’s templates. It con- 
sists of ten templates with 246 
ellipse cut-outs from 15° through 
60° in increments of 5°, and 
from %4” through 24%” major 
axes. Each template has an ex- 
tended tab showing the degree of 
the cut-outs thereon. 





Each ellipse cut-out on each template has 
centering or locating pinholes for both major and minor axes. 
The templates are 6” by 10”, made of tinted, instrument-grade 
Eastman Tenite IT plastic, and the material is of thin, .020 gauge 
for shadowless viewing and greatest tracing accuracy. The com- 
plete set of ten templates in a protective polyethylene envelope 
retails at $9.50. 





HANG.A-FILE 
NOW ~ 
Available From | Slits 














Write 
for Detailed Price List to 


The Weis Manufacturing Co. 
Monroe, Michigan 
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MFG. CO., INC. 


1 MAIN ST. BROOKLYN 1, N.Y. 


A AAA A 4 4 & 4 4 & 4 fr hr fo 
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GREATEST PAPER CUTTER IDEA IN A DECADE! 


D+ It's 100% 
ae hazard-free. 


* No blade 
exposure. 

* it cuts 
precisely. 






imaginable 
OF 








SAFETY 
PAPER 
CUTTER 


| 

| 4-edged, wedge-ground, throw-away cutting blade 
| easily replaceable. Built-in Protractor for angle cuts. 
} 

| 


Light-weight, portable. In 12”, 18”, 24”, and 30” 
cutting capacities, at better stationers everywhere. 


SAFETY CUTTER CO., P. 0. Box 696, MENLO PARK, CALIF. 
BIGGEST PROFIT-MAKER FOR YOU OF CENTURY! 
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UWIILHOLD® 


Gla Bind 
GLUE 


WITH ORTHINOL 




















MILLIONS 
OF 
GLUBIRDS 


Squeeze 


Bottle ° FLOWERS 


Sprinkle 
glitter 
onto glue. 





Los Angeles 31, Calif. ¢ Chicago 12, III. 
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FOR SAFE FILING... TRY 
FILE POCKETS 









for any filing 
Use 
the WARSHAW 


MFG. C0., INC. 


1 MAIN ST. BROOKLYN 1, N. Y. 


imaginable 
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SNAPEX TAX & STOCK 
BUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 














You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 

IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN new! 
Serving the trade from Ceast to Coast 


N13 Go oe 








540 PEARL ST., NEW YORK 7, N.Y. * Phone: BE 3-7133 














pride... 


of ownership with 
Greater efficiency... 
Bigger profits . . . 
More flexibility ... 

is yours with 
SAGINAW STEEL 
STORE FIXTURES 

for information write to 


SAGINAW INDUSTRIES CO. 
| 2119 S. Jefferson @ Saginaw 25, Michigan 
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Founded 1893 
Telephone GR 7-4200 


LOUIS 


MELIND 
COMPANY 






Mr. Dealer: 


Buy at Money Saving Prices 
from the largest Marking 
Device manufacturer selling 
to DEALERS ONLY. 


Ask for our FREE 86 page 
catalog of ‘‘Justrite” Seals, 
Rubber Stemps, Daters, 
Numberers, Time Stamps, 
Pads and Supplies. 


3524 N. CLARK STREET 
CHICAGO 13 


- - - for more details circle 134 on last page 





ee 
Packaging Machine 33 


The Sealaround Corp. of Chi- 
cago has introduced its newest 
packaging machine designed to 
permit a single operator to make 
a bag, fill it, seal it on three or 
four sides and deliver it ready 
for distribution (or quantity re- 
packaging) —in just seconds. The 
Seal-A-Round machine handles 
any product, in practically any size from 2” to 24” and up to 8” 
thick. It uses center folded polyethylene stock in any weight, or 
any other thermoplastic material including polyethylene, pliofilm, 
polypropylene, saran, or shrinkable films. Two units are avail- 
able: Model #20 (for packages up to 12” by 20”) is $295. 
Model #24 (for packages up to 19” x 24”) is $375. A free bro- 
chure is available on request. Write to Sealaround Corp., 2024 
S. Wabash Ave., Chicago 16, III. 





Sheet Protector 34 

A new 11” by 8%” sheet pro- 
tector with a revolutionary 4- 
ply binding edge has just been 
introduced by Kingsbacher-Mur- 
phy Co. It is called Plyex. Ex- 
tra reinforcement at points of 
greatest strain is achieved by the 
folding of an additional flap of 
the transparent film at the bind- 
ing edge. The maker says Plyex 
tears less, wears longer, adds 
strength but not bulk. The new 
protectors are available in 3 
grades of film—cast acetate, extruded acetate and mylar. With 
a minimum initial order dealers will receive a bonus of plyex pro- 
tectors to use as promotional samples. Also available are stuffers. 
Copy of descriptive brochure, with samples included, are available 
upon request. Contact Kingsbacher-Murphy Co., 9830 Bellanca 
Ave., Los Angeles 45, Calif. 





Telephone Loudspeaker 35 

A compact telephone _loud- 
speaker, called Speak-Up, ampli- 
fies a telephone conversation so 
that a businessman or other 
phone user no longer needs to 
hold the receiver to his ear, or 
to speak directly into the mouth- 
piece. Organ Corp. of America, 
which introduced the new English-made amplifier, says a user can 
talk and hear from as far away as 10 or 20 feet from the tele- 
phone. Speak-Up requires no installation or wiring, and involves 
no extra phone bill charges. Fully transistorized, the amplifier 
works electronically, as soon as the phone receiver is placed on 
it. It switches off automatically when the receiver is removed. 
It is powered by a 9-volt battery that will last for a year or 
more under normal use. The volume can be controlled as it is 
on a radio. Available in sturdy, impact-resistant plastic in ebony 
or ivory finish, Speak-Up retails for $39.95. 





Tape Dispenser 

A new gummed tape sealing 
machine, the Hercules #95, has 
been introduced by Seal-O-Matic 
Dispenser Corp. It is a stripped- 
down model employing most of 
the regular features of higher 
priced machines. The leading 
feature of the #95 is the “feath- 
er-touch action” which allows 
the operator to automatically 
measure, moisten and eject pre- 
determined lengths of gummed 
tape. Tape lengths are adjustable by means of a scale situated 
on the side of the ejection handle. Tape widths up to 3” can 
be accomodated. List price is $39.95. 
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get in the 
PROFIT 


PICTURE 
with... 


SEA FOAM BOND 
CARBONSETS 


Here are three big reasons why you can 
expect quick turnover and bigger profits 
from your CARBONSET business. 


TOP QUALITY... 


Every CARBONSET contains water- 
marked SEAFOAM BOND, quality 
leader in lightweight paper. 


COMPETITIVE PRICE... 


CARBONSETS cost no more than other 
carbon sets made with unwater- 
marked paper. 


Complete instructions are imprinted 
on every set. The typist sees how, 
while she inserts the paper. 





See for yourself. Send for a free trial supply of 
Dept. MS-1260 


CARBONSETS today. 





THE TY. PE RI TE oa | 





21 STATE HIGHWAY 10 HANOVER, NEW JERSEY 


-~-- for more details circle 151 on last page 
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AN 

ELECTRIC 
PENCIL 
SHARPENER? 


WHO 
NEEDS 
IT? 


THE 
ELECTRO POINTER 


THE WORLD'S FINEST 


Automatic Electric Pencil Sharpener 


Who needs it? You do! Not counting the 
time you'll save at the office “congregating 
center,” for maybe you don’t count that time, 
the savings on pencils alone will pay for the 
Electro Pointer in jig time. It sharpens six 
pencils in the time you used to take for one. 
Lead is pointed, not cut away... gives you 
up to 50% more use out of each pencil. The 
perfect, nick-free, stronger point lasts longer 
between sharpenings. Who needs it? You do! 


Write for 


Information 


AFT 
ag acturtertm 
IN CO PORATES 


1825 MACKLIND AVENUE e_— ST. LOUIS 10, MISSOURI 


- - - fo rmore details circle 149 on last page 
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FOR SAFE FILING. . . TRY 


EEFTETSD Fit Pockets 


for any fils, 





Jus 


the WARSHAW 
MFG. CO., INC. 


1 MAIN ST. BROOKLYN 1, N. Y. 


- -- for more details circle 153 on last page 
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If You're An Average Dealer You Can 


Sell ASENTRY™ 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 
than balf as much as average competitive 
safes, yet return you full profit. 
Big-safe features include Ver- Model S-3 
miculite insulation, built-in 3- — gy. List 
pean somseeeen Seek, 
ank vault type loc o 2 
drawers. U.L. “C” label. Write $7995 
for details. 






Model S-C 


Sentry S-3 safe plus con- 
cealing cabinet of genu- 
ine mahogany, walnut or 
blond wood. Suggested 
list $119.95 


JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 11, N. Y. 


- - - for more details circle 115 on last page 












STOCK and SELL 


OFFICE SUPPLIES 
n. & ACCESSORIES 


Complete lines of 

INKS « ADHESIVES + STAPLERS 
e STOCK STAMPS « MARKING 
PENS + CARBON PAPER « RUBBER 
BANDS « NUMBERING MACHINES 
¢ TYPEWRITER RIBBONS and 
other office devices 


Sead for your BRAND NEW 
CATALOG NO. 90 





AAA ~DIV., BANKERS & MERCHANTS, Inc. 
3229 N. SHEFFIELD +¢ CHICAGO 13, ILL. 





They'll always come back for more ‘i GK Ac 


Flo-master | Cado-marker | Brite-line Marker | Ke-master/ LEB Binder Clips 
And New WHIRL-O-DEX Rotary Card Files! 


CUSHMAN & DENISON wa 


- - = for more details circle 119 on last page 


Top profits assured! 





44 





VVVVVVVVVVVVVVY 
| 














NEW PRODUCTS .... 


Dictating Machine 37 


Ready availability and imme- 
diate delivery of the 1961 Jan- 
rus Model “TS” Sten-O-Dictate, 
Grundig’s newest dictating tape 
recorder, is announced by Inter- 
national Recorders Corp. N.Y., 
distributors of the complete line 
of recording and high fidelity 
products. The new microphone 
for the 1961 Model “TS” fea- 
tures built-in control of start, stop, repeat, record, and playback 
functions, saving the user’s time by eliminating hand and body 
movements formerly required. A new, easy-to-read time scale, 
clearly showing the number of minutes of tape used — and how 
many remain — greatly reduces the time needed to find dictation 
or other recorded material of transcribing or listening purposes. 
Complete price, delivery and merchandising information for the 
new model and other Grundig-made products available from In- 
ternational Recorders Corp., 5 East 32nd St., New York 16. 





Tack Gun 38 
A new device called Auto-Tak 

is described as a small, easy-to- 

use staple-type gun which com- oO 2. 

bines the best features of the | s 

thumb tack and the wire staple. 

Outstanding feature of Auto-Tak 

is the fact that it not only in- 

serts its specially designed tacks 

quickly and easily into a bulletin board, drawing board or other 

flat surface, but that it removes them as well and stores them for 

future re-use. Auto-Tak holds from 80 to 100 patented round 

steel tacks. Each tack has three sharp protruding points. Tacks 

are loaded into the barrel of the Auto-Tak in much the same 

manner as wire staples are loaded into a conventional staple gun. 

Retail price is $5.95. Tubes containing 80 tacks cost 98 cents. 

Details may be obtained by writing to Auto-Tak, Suite 12, North 

Haven Office Center, Cuyahoga Falls, Ohio. 


Cartridge Fountain Pen 39 
: Parker’s newest product is 
this cartridge pen, appropriately 
called the 45 because it “loads 
fast” like a pistol. With a cart- 
ridge Parker claims is “biggest 
in America,” the pen also feat- 
ures six interchangeable points 
replaceable right at the pen 
counter. Other features include 
a 14K gold point, partially hooded nib, and an accessory refill 
unit which can be inserted in the pen to draw up ink converting 
the 45 to a conventional fountain pen. Retail price is $5 (with 
two free ink cartridges). Another new cartridge pen called the 
10,000”—because it writes over 10,000 words on one filling— 
is being marketed by Parker-owned Eversharp. Retail price is 
$1.98. The same cartridge fits both pens. 





Typewriter Pad 40 

“Unda-Wunda” ty pewriter 
pads are made of a new resilient 
composition said to possess amaz- 
ing frictional qualities. Millions 
of microscopic suction cups mold- 
ed into both surfaces end type- 
writer slipping and creep, a ma- 
jar annoyance to typists. This 
characteristic makes unnecessary 
the cost and inconvenience of 
bolting typewriters to desks or 
stands. The pad is also said to 





have other unusual properties : — — 
which help absorb noise and machine vibration. Washable and 
available in four attractive colors, the pad retails for $2.95 elec- 
tric, $1.95 standard. It is a product of Enor Corp., 55 Woodbine 
St., Bergenfield, N.J. 
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PERFECT PUNCHING 
ame- ‘ 
Jan- 
‘tate, 
tape No adjustments, no gauges, 
nter- nothing to mark — 
N.Y., just insert paper 
line and squeeze! Clix 
lelity punches are permanently 
hone pre-set for proper center 
fea- PAPER distances . . . save time 
Rook and waste motion. 
back 
Lalies Always accurate, 
: Plj N C al FS jamproof, trouble-free. 
scale, 
how CLIX 
ation DOUBLE DUTY PUNCH 
0SeS. MODEL 32 
r the List $5.75 
a In- 
38 
Made of CLIX 
re) the new A Alumi ge drawing boards : Ofel even greater are also available in: 
rot drawing accurac j abili ty than the all-wood boards 
, ee 1-Hole Punches — Model 100X — List $.65 
he 710M. 12 %r7 List Price Board et onuial List Price 2-Hole Punches — Model 2 — List $2.75 for 5”—12” sheets 
f FLV LeL’ | U /i 2 16 « ed 
Ny 9)" NT 110M-4-20x26” 4 2 3-Hole Punches — Model 3 — List $3.75 
M-5-23x31” $5.95 7-Hole Punches — Model 7 — List $7.50 
othen Available thru Art Materials, Drafting Supplies and Stationery Dealers. See your Wholesaler or write to 
“tie =b 71-08 80tn Street, Glendale 27, New York NATICK, MASSACHUSETTS 
acks ' 
same - - - for more details circle 106 on last page - -- for more details circle 135 on last page 
» gun. nears sneawianiiatamapsn . | 
cents. 
“| Don’t let this profit 





“| walk out of your store! "igs =P, 





‘ 
‘loads | ‘ 
. cart- 
- 3 ‘aa _ a" 
= — NcILs 
points : | ut ay 
“a | “| rENCILS 
nclude 
Bo SUBDIVISION 
(with GUIDES | 
ed the | 
ling— 
rice is = 
0 You, too, can increase your guide busi- | 
4 ness 100% to 200%! Usually all you SUBDIVISION 
have to do is ask your customer, (1) — onan 


how many cards or folders they have, ; : 
Available in self 
tabs, celluloid tabs, 
black metal tabs; | 
mal expansion has been considered? You Pressboard and | 
will be surprised how many times you bristol stock; All 
will sell 40, 80, or 120 sub-division Stondord sizes. 
Quick service guar- 
anteed on special 


(2) — how often these cards or folders 
are referred to, (3) —— and whether nor- 


sets instead of the usual 25. Try it! 











You will be gratified with the results. orders. 
— GUIDE SYSTEM & SUPPLY COMPANY 
“4 pr: 335 CANAL ST. NEW YORK 13, N. Y. 
7 --- for more details circle 127 on last ‘page stan - - - for more details circle 128 on last page 
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Accessory Catalog B 

A new 20-page catalog and a price list 
effective Oct. 15, 1960, the desk 
accessories, desk pads and desk sets of 
Sainberg & Co. The modernized and re- 
styled catalog has a new up-to-date num- 
bering system to simplify ordering. Prod- 
ucts feature new styling, improved adhe- 


shows 


sives, better packaging and the replace- 
ment of most felt linings with quality 
Filing Supply Price List A cork. 
A new catalog and price list effective 
Oct. 1 was published by The Weis Manu- 
facturing Co. In addition to full product Office Products Catalog Cc 


and 


petitive 


price 


information with illustrations, A new 16-page catalog of labeling, filing 


the 48-page book includes a comparison and indexing products is available from 
chart with filing folder numbers of com- Office Products, Inc., P.O. Box 6677, 26029 

makes and numerical indexes for W. Eight Mile Rd., Detroit 40, Mich. It 
filing supply stock numbers and for filing is generously illustrated,: printed in color, 


trays and cabinets. 


make money « keep it 


and punched for dealer use. 


NEW! BK@&c@ PROMOTIONAL 
STEEL DESK with LINOLEUM TOP 


Mar-resistant, shock-proof 
Armstrong linoleum top 


Sturdy - 18, 20 & 22 ga. 
steel 
5 easy-sliding roller 


bearing drawers 
Side-locking follow block 
on file drawer 

Brushed aluminum hard- 
ware and trim 

Adjustable glides for 
perfect levelling 
Oven-baked enamel finish 
® Choice of 4 colors 





Model No. 603-0 
60" x 30” 


— you sell K«C quality 


— = 1007 Greene Ave., 





K&C quality cuts costly servicing, so you keep 

your profits on our fast-moving promotional steel 

equipment. 

Files, desks, storage cabinets, combination units 

. all are precision made of heavy gauge 
quality-finished in a choice of colors. 


hy 


Write, wire, phone TODAY for complete catalog and price 
list and NEW KGC Ist ORDER Bonus Plan. 
NEWSPAPER MATS AVAILABLE 


steel, 





INC. 


METAL PRODUCTS CO., 


Brooklyn 21, N. Y. @ HYacinth 1-4510 


OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 
Representatives: a few choice territories available; Inquiries invited. 


- - - for more details circle 131 on last page 















supply of Scott 
2-ply wipers with 
sample or first order 








NO FUSS—NO MESS LEINEOA KEEN 


*" Desk Top Cleaner 


ong 


( Easy to apply. Pour it on — Wipe it off. 
Contains magic miracle compound that penetrates 
stubborn grit and grime. Brings back original finish. 


1 Pint—$1.25 Doz. Pints—$12 


(WEST COAST SLIGHTLY HIGHER) 


Wn Order today. Money back guarantee. 


DESK TOPS LOOK BRAND NEW IN 2 MINUTES! 









yy 











Free test sample! 
70 Vernon Street © Bridgeport, Conn. 


Dealer’s inquiries A (| 


invited. 


— WIEMER’S, gy 





--- for more details circle 155 on last page 





Selling Tips D 

A new booklet entitled “How to Sell 
More Magnifiers” offers dealers a num- 
ber of valuable how to increase 
sales on these impulse items through more 
effective merchandising. Cartoon draw- 
ings emphasize the almost unlimited appli- 
cations of magnifying glasses. Copies for 
sales personnel are available at no charge 
by writing to Consumer Products Dept., 
Bausch & Lomb Inc., Rochester 2, N.Y., 
specifying booklet No. I-118. 


tips on 


thsen 
memory 
books don’t forget 


C. 


= 











Season’s Greetings 


from the C. R. GIBSON Company 
NORWALK, CONNECTICUT 


--- for more details circle 125 on last page 





There’s 


SALES MAGIC 








DRAWING TUBES & KITS 


AND NEW 


GLITTERBROIDERY 
FOR GIRLS 


Glitterizes paper, fabric, leather, metal 
in seconds! 12 colors, 3 sizes, blister 


| packs, revolving racks and merchandis- 





ing deals available. 


Write for 
FREE samples and information 


O. E. LINCK CO., INC. 


Clifton, N. J. 


--- for more details circle 132 on last page 
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They sell on sight in 


SENCO 


COLORAMA 
COUNTER DISPLAY 


No. 69-C © 4 dozen 12” wood rulers 
1%” x 3,” thick double beveled. In as- 
sorted colors, 10¢ seller. Metal edge. 





No. 700-C ¢ 6 dozen 12” 


Ye" x X%" thick, single beveled. 18 each 


of 4 colors 5¢ best seller. 


individually packed for re-shipment. 
Write for prices. Buy from your nearby jobber. 


reds... 


NEW! 


Vivid Colored 
RULERS 


Bright blues, yellows, greens and 


PRECISIONMATIC made 


wood rulers 





SENECA NOVELTY CO., INC. 
52 Miller Street, Seneca Falls, N. Y. 


- - - for more details circle 147 on last page 

























A C-THRU PROFIT PAIR. 


Just 2 in the fast selling, 
profitable C-Thru line 

















C-THRU 
SCALEMASTERS 


One for 
architects, 
one for 
engineers. 
Eliminates 
triangular 
and other scales — all scales 
are exposed for instant viewing. 
Popularly priced in both 6” and 
12” sizes. 

C-THRU 
REVOLVING 
DISPLAY 
A sure-fire way to increase 
sales. Displays a wide variety 


of C-THRU items. Write for 
complete information. 











Write for FREE C-Thru Catalog 





RULES @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICE 


MIN AG lin OMjlahiy 


HARTF OR BR, CONN. 


--- for more details circle 116 on last page 










P. 


pick the proven “profit” 


line of snapaparts 


e STANDARD 
e CUSTOM 
e STOCK 


Nusiness 


forms 


Write now for latest 
dealership information 
plus our “Rush-Up 24- 
hour Quote Service” kit! 


BUSINESS FORMS 


0. BOX 10425 


- - - for more details circle 143 on last page 
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DALLAS 7, TEXAS 





if you're profit conscious! 
service conscious, quality 
COUSCIOUS | KO 


DON’T PLACE YOUR 
“TRANSFER TIME” ORDERS 


TIL YOU CHECK 
WITH imperial methods 















FOLDERS GUIDES CARDS 
FREE pata ON reve 
ge ae pecmee i ah i Sie 
IMPERIAL METHODS co. 

FOREST PARK, ILLINOIS 


- - - for more details circle 129 on last page 
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ee een CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifleenth of the 2nd month 
preceding the month in which the magazine is issued. RATES: 30c a word. 
Minimum Order: $6.00. Names and address are te be included in the count. 
Initials or sets of figures are to be counted as one word. 





GREETING CARD SALESMAN OR MANU- 
HELP WANTED FACTURERS REPRESENTATIVES — Major 
line of humorous and novelty cards for every 
occasion and all seasons. Highest commissions 
Salesmen now calling on gift stores, drug stores, — ane ——. bl ~e- —s Gronghent 
tc. We are a 30-year-old publisher of studio ve country available, to star anuary ? 
ond humorous greeting cards. - commissions. Box 298, ae oy STATIONER AND OFFICE 
Prepaid shipments. Free racks, Box 293, EQUIPMENT DEALER, 1 East First Street, 
MODERN STATIONER AND OFFICE EQU IP- Duluth 2, Minnesota. 12-6(' 
MENT DE ALER, 1 East First Street, Duluth 2, - 


Minnesota. 1.6 








AGENT WANTED 





SALESMEN WANTED: Meaning men or women 
PROVED BY THOUSANDS that will go out to work and sell. We are open RAISED LETTER BUSINESS AND POST 
TO INCREASE: for Nebraska, Missouri, Kansas, lowa. We olfer CARDS LOW _ WHOLESALE PRICES 
protected territory but will give only complete STP. *AST ( cE 
© IMPULSE BUYING sanen This is the top line in the paper party TAILS HANTMAN & CO. BOX 3761, 0s 
@ SELF-SERVICE goods field. Ours is the most exclusive unusual, ANGELES 54. 3-6 
@ RELATED ITEM SALES mapertes “. eewentaty a hg - — 
ment. No objection to non-competitive 1es 
SELL MORE — SELL FASTER — SELL you don’t take on more than you can handle. 
EASIER . . . all with the amazingly Box 301, MODERN STATIONER AND OFFICE 
LOW-PRICED, HIGH-QUALITY, FLEXO- deg ag DEALER, 1 East First Suse. 
SPACE. Self-Service makes it easier poe S, Tannen - 
for your customers to buy. 
USABLE SELLING SPACE ALL AROUND 


the entire Island . . . NO BLIND Salesman wanted by well known firm. This will 
SPOTS! Use in all departments. appeal to a high class man. Must make head- 


. . quarters in St. Louis, Mo. He is probably em- 
Write today for full details of how slaved now by a top line in the office supply 
YOU can make your sales soar at an and stationery business. Territory open: Kansas, 
unbelievable low cost with FLEXO- | Missouri. Illinois except for Chicago, and Ken- 

tucky. Liberal drawing against commissions 
SPACE. More than 700 active accounts already es- 1961 
tablished in the pene, ee 300, Beery 

STATIONER AND OFFICE EQUIPMENT : 5 . 
FREE ALL NEW 50-PAGE | DEALER, 1 East First Street, Duluth 2, Min- Feb. 22-26—National Office Furniture 

WHOLESALE DISCOUNT CATALOG nesota. 12-60 Anon, (NOFA) convention-exhibit, 
WRITE: ADD SALES CO a Coliseum, New York City. 

829 YORK STREET 





MANITOWOC, WISCONSIN Young man 24-35 with experience necessary for Feb. 24-26—-NSOEA Western Stationery 


office manager in retail stationery handling of - and Office Equipment convention-ex- 
2 ee i i fice supplies, printing, bound books, furniture, 2 , 
for more details circle 103 on last page etc. (No sales experience necessary Oklahoma hibit, Biltmore Hotel, Los Angeles. 
City-Dallas area. Answer only if qualified. Box 
299. MODERN STATIONER AND OFFICE May | 4- 19—New York Stationery Show. 
EQUIPMENT DEALER, 1 East First Street, 
Duluth 2, Minnesota 12-60 


New gold plated a WEW! 


WANTED: Several experienced and _ capable 


salesmen to sell quality Social stationery — to 
college bookstores, department stores, stationers 
and others. . This established firm dominates the 


field of Engraved College Stationery, and is the 
fastest growing stationery manufacturer on West 
Coast. Many established accounts throughout the DESK NAMEPLATE WITH 
an United States. Must be EXPERIENCED ssta- 
| tionery salesmen. Generous commission. Guar- = 
. anteed territory. West Coast, East Coast, and RE USABLE LETTERS 
organizer Midwest territories now open. One or two allied @ Attractive desk nameplate 
lines permissable. Send qualifications and ref- aoe 
for home or office | erences in first letter. All replies strictly confi- beautifies your desk. 
| dential. Eldridge Stationery Corporation, 4334 ° i 
Now, add extra | San Fernando Road, Glendale 4, California. 12-60 @ Makes an ideal and distinc- 


profits to your line. tive executiv ift. 
This Gold Plated . eg 


Memo Clip makes on ; @ Saves money now wasted 


lent bill | ; . 
ps tant eh holder, | Manufacturers’ Representatives wanted by na- on name lates. Letters and 
eae Salter at sovion tionally known, highly regarded organization, to 
holder. It also d | iona own, ghly regarded organiz: . te > 
“4 eater gg sell to stationery, office supply and s« hool sup- bases completely re usable. 
unusually fine ast ply outlets South Southeast Southwest You can now supply your customers 


minute gift item - Kansas and Missouri territories open. with immediate service on individual 
that sells on sight. Write giving full details on lines now carried 


and areas now covered. Box 297, MODERN nameplates. When employees leave, 
STATIONER AND OFFICE EQUIPMENT letters and bases are re-usable. You 
DEALER, 1 East First Street, Duluth 2, Min- 


—— 12-60 buy 15-nameplate kit to use in making 
up nameplates, or use complete kits. 
Daaitehi te etthor ' os oe Individual nameplates retail at $4.95. 
nickel or gold plated, 15-nameplate kit retails at $74.55. 
‘ah A ag ema SALES REPRESENTATIVES Metal base is heavy one-piece con- 

: (all territories) struction with attractive black or brown 

DEALERS: send for PROMOTIONAL STEEL wrinkle finish. Length 9%,"' with space 
samples and prices. - | OFFICE EQUIPMENT for 15 letters. Write for catalog sheets 


and price lists or see your wholesaler. 




















Unusually high quality, high volume line of 


desks. files, etc. . . with unusually high | Douglas-Stemac Inc. 
L 1) VAN VALKENB RG profits! Large volume buyers are ideal nrosnects, ! 
3 " | too. Backed by extensive national advertising, 622 - 12th Ave. So. 
HOLYOKE, MASS. promotion and ovublicitv. Established comranvy Minne li inn. 

Box 302. MODERN STATIONER AND OFFICE mnnepan, Clann 

EQUIPMENT DEALER, 1 East First Street. 


---~- for more details circle 152 on last page Duluth 2, Minnesota. 12-60 - - for more details circle 121 on last page 
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This page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
issue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


101 


102 


Acco Products, Div. of Natser Corp. — 
Binders — page 31. 


Acme Lite Products Co., Inc. — Portable 
lamp — page 9. 


Add Sales Co. — Store fixtures — page 
48. 


Addo-X, Inc. — Typewriter — page 36. 


Advanco Products, Inc. — Paper hold- 
ers, clip board, folders — 2nd cover. 


Anco Wood Specialties, Inc. — Draw- 
ing board — page 45. 


Apex Business Systems 
forms — page 42. 


— Business 


Apsco Products, Inc. — Pencil sharp- 
eners — page 30. 


Avery Label Co. — Labels, correction 
tape — page 40. 


Bankers & Merchants, Inc. 
supplies — page 44. 


— Office 


Bates Mfg. Co., The — List finder — 
page 4. 


Bausch & Lomb, Inc. — Magnifiers, 
readers — page 32. 


Bee Paper Co., Inc. — Drafting papers 
— page 34. 


Bridgepoint Playing Card Co. — Play- 
ing cards, accessories — page 39. 


Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
and drop this card in 


115 Brush, John D., & Co., Inc. — Safes 


MODERN STATIONER 


page 44. 


C-Thru Ruler Co. — Measuring devic 
display — page 47. 


Cram, Geo. F., Co., Inc. — Globes 
page 40. 


Cramer Posture Chair Co., 
Aluminum chairs — page 38. 


Inc. 
Cushman & Denison Mfg. Co., Inc. 
Marking devices — page 44. 


Dennison Mfg. Co. — Sales tags 
page 33. 


Douglas-Stemac, Inc. 
plates — page 48. 


— Desk name- 
Ed-U-Cards Mfg. Corp. — Games — 
page 40. 


Faber-Castell, A. W., Pencil Co., Inc. — 
Pencil-shaped eraser — page 33. 


Flash Mfg. Co. — Marking devices — 
page 28. 


Gibson, C. R., and Co. — Memory 
books — page 46. 


Globe-Wernicke Co., The — Open 
shelf filing equipment — page 10. 


Guide System & Supply Co. — Subdi- 
vision guides — page 45. 


Heyer Corp., The — Stencils — page 
45. 


Imperic! Methods Co. — Filing supplies 
— page 47. 


International Paper Co. — Business and 
printing papers — 4th cover. 


Tell-Me-More Dept. 


{ ) 


| want to receive (continue receiving) 


12-60 


Please Print or 


Street Address 


Type Information . 
City... 


Dealer 


Business Name 


131 K & C Metal Products Co., Inc. — Steel 


132 


133 


desk — page 46. 


Linck, O. E., Co., Inc. — Decorating tool 
— page 46. 


Master Addresser Co. — Addressing 
machines — page 37. 


Melind, Louis, Co. — Marking devices 
— page 42. 


New England Paper Punch Co. — Paper 
punches — page 45. 


Paper-Mate Co., The — Gift items — 
3rd cover. 


Pike, E. W., & Co., Inc. — Moisteners 
— page 35. 

Regency Thermographers — Wedding 
stationery — page 37. 


— Cash 
safes — 


Inc. 
adding machines, 


Regna Cash Registers, 
registers, 
page 29. 


Remington Rand Div. of Sperry Rand 
corp. — Standard typewriter — page 
27. 


Remington Rand Div. of Sperry Rand 
Corp. Adding machine — page 3. 


Robinco New York, Inc. 
typewriters — page 39. 


— Portable 


Rogersnap Business Forms — Business 
forms — page 47. 


Safety Cutter Co. — Paper cutter — 
page 41. 


Saginaw Industries Co. — Store fixtures 
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a convenient mailbox. 
No postage is needed. 
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147 Seneca Novelty Co., Inc. 





ADVERTISED PRODUCTS 


146 Schwab Safe Co., Inc. — Storage chest 


— page 38. 


— Colored 
rulers — page 47. 


Smith-Corona Marchant, Inc. — Portable 
typewriters — page 6. 


Stile-Craft Mfrs., Inc. — Electric pencil 
sharpener — page 43. 


Tauber Plastics — Binding kit — page 
34. 


Type/Rite Corp., The — Carbonsets — 
page 43. 


Van Valkenburg, L. D. Co. — Memo 
clip — page 48. 


Warshaw Mfg. Co., Inc., The — File 
pockets — pages 41-42-44. 


Modular Desks 


Paper Shredder 
Disposable Ash Tray 
Sliding-door Cabinets 
Executive File Cabinets 
Pen Showcase 
Two-sided Adhesive 
Photocopy Machine 
Gold Plated Memo Clip 
Musical Valentines 
Memo Pad 


Larger Secretarial Chair 


No-carbon Sets 
Plastic Post Binder 
Spray Adhesive 
Correction Paper 
Desk Set Line 
Template Set 
Packaging Machine 
Sheet Protector 


T 1 





P 


Tape Dispenser 


Dictating Machine 


Tack Gun 


Weis Mfg. Co., The — Hanging files — 
page 41. Valenti 

— Cartridge Fountain Pen 
Wiemer's, Inc. — Desk top clecner — 


page 46. Studio Card Rack 


Typewriter Pad 


Withold Glues, Inc. — Glues — page 


Musical Valentine 
41. 


Sterling Plastics Co. — Moisteners — Felt-tip Pen 


page 34 


New Products 


Paper Cutter 


Metal Office Furniture 


Yours For The Asking 


Blister-Packed Marker 


A Filing Supply Price List 
Phone Amplifier 


B Accessory Catalog 
Remote Wireless Dictating Unit No Carbon Pegboard System 


Plastic Binding Pack Slide Rule Display C Mice Products Cataleg 


Envelope Calendar Portable Key Punch D Selling Tips 


‘ No 
lostage Postage Sta 
Will be Paid stig 
by If Mailed in the 
Addressee United States 


To obtain additional 
information on new 
products, literature or 
advertised products 
described in this issue, 
use this card, which is 
provided for your con- 
venience. 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&@R., DULUTH, MINN. 




















TELL-ME-MORE DEPT. 


MODERN STATIONER 


1 EAST FIRST STREET 





DULUTH 2, MINNESOTA 
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At Christmas 


IT’S ALWAYS 
PAPEREMATE 





FAT PROFITS 


from 


SKINNY SPACE 


$32.82 
from only 


22 INCHES 


PAPER MATE 


r ERRATA! 


Ask for Gift Merchandiser *555 
CONTAINS 3 DOZEN 


ASSORTED GIFT-BOXED PENS | ADVERTISED?...OF COURSE! 
Holiday.—__1 dozen $1.79 
Mark II Capri—1 dozen $1.95 


Lady Capri—__% dozen $2.95 
ecg : as only PAPEREMATE dees it! 


Network television, national magazines, local newspapers 


Mark IV-——___ % dozen $3.50 











- - - for more details circle 136 on last page 





—_— wi 


Cut Sizes 


International Paper 
——_ 


Opens zip-quick! 


New Springhill, Bond, like most International Paper business paper: 
comes to you in a handy junior carton with pull-tape opener. 


JEw Springhill Bond is ream-wrapped 
and packaged 8%"x 11” and 842”x 14” 

in a junior carton that opens zip-quick. 
Most International Paper business and 
printing papers are now available in 
handy, pull-tape junior cartons. They are 
ideal for small offset duplicating presses. 
These business and printing papers look 
and feel like premium-grade papers, yet 
are priced for volume work. They handle 


well on the press, give excellent printing 


® 


results, ream atter ream. 


Ask your paper merchant to show you 
samples of International Paper’s complete 
line of business and printing papers. 
BUSINESS PAPERS » New watermarked 
International Bond, Mimeograph and 
Duplicator + Springhill Bond, Mimeograph 
and Duplicator. 

PRINTING PAPERS + Springhill Offset + 
Ticonderoga Offset + Ticonderoga Text * 
International Ti-Opake. 


All are available in handy pull-tape junior cartons. 


INTERNATIONAL PAPER | 


FINE PAPER DIVISION e NEW YORK 17, N.Y. 





---~for more details circle 130 on la 
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